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atch Those KOLA 
rotits With Tastier 
H-R KOLA 


ae 
(— It’s the difference in H-R KOLA that 
. makes the difference between get- 
ting the cold shoulder or a warm 


welcome from the dealers you call on. 


H-R KOLA is laboratory and consumer tested for consistent, unsurpassed flavor. 


That means consistent, repeat business for retailers . . . and for you. 


H-R KOLA is a product of 35 years experience in the manufacture of superior 


syrup products. Your confidence has been earned by the standards we've 
maintained. 


H-R KOLA’S quality ingredients make a zippy, zestful kola drink that's 
playing “demand performances” wherever it's introduced. 


Here’s your chance to catch more kola profits with that sure-fire business 
builder, H-R KOLA concentrate. Write today for details. 


THE SYRUP PRODUCTS COMPANY 


“Seruing the battler since 1915" 


3 Baltimore 2, Maryland 
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lc Federal Drink Tax Would Gross 
$280 Million, Snyder Estimates 


Secretary of the Treasury, John W. Snyder, was recently 
reported to have estimated that a cent-a-bottle Federal 
excise tax on soft drinks would yield the government $280 
million annually. In a discussion on proposed new tax 
legislation before the House Ways and Means Committee, 
Mr. Snyder was asked by Rep. Herman P. Eberharter 
(D., Pa.):- How much would a Ic tax on all soft 
drinks bring in tn a year? 

About 280 million dollars a year from a ic tax on 


soft drinks,’ Mr. Snyder was said to have replied 


That's a pretty good sum,” declared Rep. Eberharter 


E.S.A. Hears A.B.C.B. Price Appeal 
At Preliminary Meeting 


To supplement and document an appeal filed January 
29 petitioning the Economic Stabilization Agency for im 
mediate relief from inequities resulting from the General 
Ceiling Price Regulation, the A.B.C.B. has filed a 48-page 
brief with that agency. (The brief was the basis for dis 
cussion at an informal conference of the A.B.C.B. De 
fense Planning Committee with ESA officials in Washing 
ton, March 6. The meeting was arranged as a preliminary 
to official ESA action on the A.B.C.B. request that members 
of the industry caught under the ‘freeze’ order be per- 
mitted to increase prices to a level more nearly reflecting 
current conditions. ) 

The brief also presents the association's position that 
deposit charges, since they are not actually a part of the 
sales price, are not subject to the Genéral Ceiling Price 
Regulation, and requests that this exception be specifically 
stated in the Regulation 
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The supplementary brief observes that the trend toward 
higher wholesale prices, as a necessary offset to higher 
product and selling costs, and to the survival of many, 
began as early as 1947 but that the transition period was 
at its height when halted by the ‘freeze’ order of January 
26, 1951. The resulting hardships and inequities to those 

frozen” by the order is stressed as an important reason 
for permitting the transition to continue within reasonable 
limits 

In addition to the 48-page presentation of industry data, 
the brief included reproductions of clippings and other 
evidence of price and costs trends reported from all parts 
of the country 


More Materials Controls Coming 


The National Production Authority has announced that 
it will order sharp cutbacks in non-essential use of steel, 
aluminum and copper in the second quarter. 

Already, NPA has limited steel use 20% in consumer 
durable goods; banned aluminum use in more than 200 
items, including beverage cases and aluminum foil for 
labels, and has ordered a 25% cutback in copper use 


Sugar Exempted From Price Ceilings, 
B. W. Dyer & Co. Reports 


‘Sugar is exempted from price ceilings, at least tem 
porarily, by amendment No. 1 to the General Ceiling 
Price Regulation,” B. W. Dyer & Company, sugar econ 
omists and brokers of New York City, stated recently. 

The company said that: ‘Apparently the Office of Price 
Stabilization believes that there is currently reasonable 
control over sugar prices—within the Defense Production 
Act requirements—via the Sugar Act of 1948. The Sugar 
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Act controls sugar prices indirectly, to a considerable extent, 
idjusting import and marketing quotas 
idded, however, that despite the sugar trade 
ndustrial sugar users and distributors of 
containing substantial quantities of sugar still 


m to have their prices and margins frozen 


“No Basis Whatever” for Chicago Dr. 
Pepper Suit, Coke Counsel Declares 


Pope Brock, general counsel for the Coca-Cola € ompany, 
lared recently that the $750,000 suit filed by the Chicago 
Pr pper Bottling ¢ ompany against the Coca-Cola Bot 
Co. of Chicago and The Coca-Cola Company, has 


vasis of fact whatever 


ontends that the defendants had “engaged in a 
Onspiracy to monopolize and attempt to mo 
soft drink beverage business in the Chicago 
j 


ire 


to restrain interstate trade and commerce in the 


soft drink beverage business.”’ As a result of these prac 


Chicago Dr. Pepper claimed it had suffered losses 
0,000, and asked $750,000 (treble) damages and 
nection restraining Coca-Cola from continuing to 
roduct at less than cost 
ply to the suit, Mr. Brock said that Chicago Dr 
per Bottling Company had not made any complaints 
femands on Coca-Cola prior to its filing. He added 
The Coca-Cola Bottling Co. of Chicago, Inc. ts one of 
the tew Coca-Cola bottling companies in which the Coca 
Cola Company owns a majority of the stock. However 
the Chicago company ts under independent management 
e Co i-Cola Co has nothing to do with nxing the 
price at which it sells its product 
ut incidentally has drawn much attention in the 
with perhaps the most significant comment to date 
ming from the magazine, Advertising Age The pub 
ition reasoned 
W hateve he outcome of this and other suits upon 
have commented recently, it seems clear that 
more merchandising battles are going to be 
the courts instead of the marketplace. We wish 


other way around 


Coca-Cola of New York 
(20 Plants) Boosts Case Deposit 


A boost in its case deposit from 2 cents to 27 cents was 
1 March Ist by the Coca-Cola Bottling ¢ ompany otf 
York, Inc. The company, one of the largest Coke 
the nation, operates 20 plants in New York 
ind Connecticut. The case deposit increase ap 
plants 

deposit for case and bottles is now 75 1S 


for case ) previously it was 50« 


Beverage Section Set-Up 
Planned by Price Agency 


Ihe Office of Price Stabilization has announced that 
rs affecting the soft drink industry will be 


pricing 
| Pe 


handled under the Beverages, Sugar and Tobacco Section 


of the Grocery Products Branch of the Food and Restaurant 
Division. Within the Division there will be eight other 
branches dealing with various food products 

In announcing the general pattern of its organization, 
which will include seven main commodity divisions, the 
OPS points out that many of the branches and sections are 
not yet staffed. Recruiting is proceeding rapidly, however, 
and announcement will be made as each is “ready for 


business.” 


Discriminatory Tax Threats Continue; 
House Committee May Consider Drink Levy 


The discriminatory tax picture in the industry continued 
serious last month 

In Washington, D. ¢ 
and Means Committee indicated it would consider a soft 
drink tax. Rep. Eberharter (D., Pa.) said he would bring 


a member of the House Ways 


the matter up when the 25-member group begins closed 
door consideration of President Truman's tax recommenda 
tions. Neither the President nor Treasury Secretary Snyder, 
however, has recommended a beverage tax 

In West. Virginia, a proposed cent-a-bottle tax measure 
has been reported favorably out of Senate, and passed by 
the House of Delegates by the thumping majority of 63 
to 28. Gov. Paterson, who has been campaigning vig 
orously for the tax, made an unprecedented personal ap 
pearance in the Senate to gain support for the measure, and 
has made at least one radio address in its behalf 

In Tennessee, a bill proposing a 4-cent per bottle levy 
has been ‘'tabled”’ in the House. But the threat ts still seri 
ous, and the State bottlers’ organization is strenuously op 
posing the measure 

Good tax news came from Arkansas and Pennsylvania 
In the former State, a proposed drink tax bill was defeated 
in the House. In Pennsylvania, a bill has been introduced 
to repeal the State’s 207 levy on soft drinks 


Mission Enters Concentrate Field; 
Will Bow 46-Ounce Can 


Mission Dry Corp., Los Angeles, manufacturers of bot 
tlers’ bases for Mission orange and other carbonated bev 
erages, and fountain beverage bases, has announced its en 
try into the institutional field with a 46-ounce can of Mis 
sion concentrated California orange juice, which is re 


constituted to orange juice with the addition of water in 


proportions of three to one. A trade campaign is planned 


Bottle Output Taxed Already, 
Glass Makers Report 


Members of the Glass Container Manufacturers In 
dustry Advisory Committee recently informed the National 
Production Authority that the need for glass containers 
created by the shift ftom critical materials is taxing present 
productive capacity 

Committee members said that a lack of basic materials 
is retarding an increase in the production of bottles and 


other glass containers now in demand because of steel, tin, 
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and other metal shortages. They said, too, that the shortage 
of paper cartons is already beginning to be felt by the in- 


dustry, and that conditions are likely to become worse 


Plant Construction, Repairs 
Not Affected by New Orders 


A.B.C.B. declared recently that recent National Produc 
tion Authority orders on construction restrictions are “not 
intended to limit industrial construction plants used in 
manufacturing and processing. It seems clear, therefore,’ 
A.B.C.B. added, “that the order does not require prior 
approval before starting work on soft drink manufacturing 
plants 

Regardless of the type of project, Construction Order 
M-4 permits new construction and alterations costing not 
more than $5,000 in a 12-month period, and necessary ex- 


penditures for ordinary maintenance and repair 


News Briefs 


Average weekly earnings of production workers in the 
country’s factories rose to $64.15 at the end of 1950, an 
increase of $8.00 for the year as a whole. ... U. S. in- 
dustry, incidentally, earned more money in 1950 than ever 
before. Profits before taxes were $40.2 billon; after taxes 
$21.9 billion 20th National Packaging Exposition will 
be held April 17-20 at the Auditorium in Atlantic City 
1950 beer sales were down 2% from 1949 Average 
U. S. family earned $3,100 in 1949—$500 more than in 


the war years of 1944 and 1945 


West Virginia Bottlers Attack 
Proposed Drink Tax At Convention 


The proposed penny-a-bottle tax on soft drinks in West 
Virginia drew the sharp criticism of the West Virginia 
Bottlers Association at the 44th annual meeting of the or 


ganization, February 26-27 at Huntington 


Retiring president G. A. Mohler, Ir., of the Raleigh 
Coca-Cola Bottling Company, declared that “we regard 
the soft drink tax as purely class legislation and unfairly 


WEST VIRGINIA OFFICERS 


Left to right—Edward Lee, Clarksburg, re-elected trea- 
surer; L. G. Brisbin, Huntington, re-elected secretary; 
J. E. Decker, East Rainelle, president; directors M. W. 
Asch, Logan, and Clay Harris, Huntington. Not shown 
is new vice-president Phil McDaniel of Beckley. 
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discriminatory.’” Mr. Mohler added that the tax proposal is 
a “serious challenge,’ and points out ‘the very urgent need 
for building bone and muscle into our organization.” 

Principal speakers at the meeting were John Tabor, 
vice-president of the Seven-Up Co., St. Louis, Mo.; W. R. 
Roberson, Sr., A.B.C.B. representative from Washington, 
N. C.; Fred Sebulske, Pepsi-Cola Bottling Co., Pittsburgh, 
Pa.; Ben Ginsberg, editor, American Bottler; and C. E 
Deger, central division merchandising manager, Owens- 
Illinois Glass Co 


Herb Bishop New President of Squirt Co.; 
Ed Mehren Named to Board 


H. B. Bishop, co-owner and formerly vice-president of 
the Squirt Co., of Beverly Hills, Calif., was elected presi- 
dent of the company at a recent meeting of the Board 
of Directors 

Mr. Bishop succeeds Edward W. Mehren, who at one 
time was one of the most talked-about figures in the soft 
drink industry because of his advocacy of fractional coinage 
as an answer to the industry's price problem. Mr. Mehren 
will continue to serve the company on the Board of 
Directors. 

Also elected to office at the meeting was William Jay, 
general sales manager, who will serve as vice-president. 
Incumbent officers J. M. Keefe and E. J. Kitterman remain, 
respectively, as secretary-treasurer and assistant secretary 
of The Squirt Company. 


Canada Dry, Coca-Cola 
Report Rise In Earnings 


Canada Dry Ginger Ale, Inc., and its subsidiaries, last 
month reported earnings before taxes for the first three 
months of its fiscal year, ended December 31, 1950, of 
$2,217,073, compared with $1,236,273 in the correspond- 
ing period of the previous year. Net sales were $16,816,898 
compared with $14,897,781 a year ago. The Canada Dry 
report includes a separate comparison of earnings after 
provision for all income taxes except the excess profits 
tax. On this basis the net income was $1,195,773, com 


pared with $757,237, in the previous year. 

Net profit of The Coca-Cola Company and consolidated 
subsidiaries for the fourth quarter of 1950 was $6,487,670 
after provision for taxes and all other charges. For the 
fourth quarter of 1949, net profit after all charges was 
$6,095,072. Net profit applicable to common stock for 
1950 was $31,680,247, compared with net profit for 1949 
ot $35,990,927. 


Price Discussions Highlight 
Illinois Convention 


Soft drink prices throughout the state of Illinois are 
generally above the 80c-per-case wholesale level, with the 
notable exception of the Chicago area, it was reported at 
the 31st annual convention of the Carbonated Beverage 
Manufacturers of Illinois, held in Chicago, March 1-2. 

Secretary C. G. Chenoweth, reporting on a price survey 
conducted by the association, declared that several national 
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brands in the state are currently being wholesaled at $1.40 
per case. The peak price for splits, however, is $1.75 for a 
30-bottle case, Mr. Chenoweth added 

Ways and means of determining a profitable pricing 
structure were discussed by James E. Bennett, educational 
director of the association, who also is an official of the 
Coca-Cola Bottling Company of DuQuoin. Mr. Bennett 
demonstrated and explained the technique of determining 
profit-price-volume ratios under a formula devised by him 

Other major speakers were Rilea W. Doe, vice-president 
of Safeway Stores, Oakland, Calif.; Jos. F. Hale, manager 
of the Service Dept. for Nehi Corp., Columbus, Ga.; Wm 
E. Mankin, public relations director for the Grapette Co., 
Camden, Ark.; Carlyle Emory, vice-president, Ruthrauff 
& Ryan Advertising Agency, Chicago; and A.B.C.B. presi 
dent Alvin G. Beaman, of Nashville, Tenn. Mr. Beamann 
recommended iiling individual appeals for price adjust 
ments to strengthen the urgency of the industry-wide ap 
peal filed by A.B.C.B 


The elections gave the association the following re 
elected officers: President, Don Frank, Coca-Cola Bottling 
Co., Bloomington; Ist vice president, Grant Smith, Jr., Dr 
Pepper Bottling Co., Waukegan; 2nd vice-president, Ray 
Derges, Derges Bottling Co., Peoria; Treasurer, E. F. Wag 
ner, Seven-Up Bottling Co., Madison; Secretary, C. G 
Chenoweth, Dr. Pepper Bottling Co., Belleville 


Coke, Pepsi, Seven-Up 
Among Top 100 Advertisers 


The Coca-Cola Company, Pepsi-Cola Company, and 
Seven-Up Company were among the 100 leading national 
advertisers in the five major media in 1950, figures com 
piled by Leading National Advertisers, Inc. reveal 

According to these figures, Coca-Cola invested $3,650, 
950 in the five media last year—$1,807,295 in general 
magazines, $8,200 in farm magazines, $69,505 in maga 
zine sections, $1,738,042 in network radio, and $27,908 


in network television 


Pepsi-Cola’s total expenditures were $1,314,639—$98, 
25 in magazine sections, $928,164 in network radio, and 
$287,950 in network television. Seven-Up invested $1,039, 
147 in general magazines, $62,300 in farm magazines 


ind $202,475 in magazine sections—a total of $1,304,222 


Trends in the News 


The Monroe, Ga. Coca-Cola Bottling Company has 
frozen deposit sales of Coca-Cola to dealers because of the 
shortage and high cost of bottles. The freeze means that 
none of the company’s dealers can obtain Coca-Cola unless 
he has empty bottles to replace the full ones he buys. 

An Oklahoma bottling operation last month was reported 
to have halted sales to dealers who retail his product at 
more than Sc per bottle Disaster plans for 19 large 
American cities give high priority to planning for emer- 
gency mobilization of trucking fleets in case of atomic 
raids Tinless’”’ tin cans are being developed by Amer- 
ican Can Company, and sufficient progress has been made 
to anticipate that enough cans will be available for perish- 
able foods despite restrictions, according to a company 
othcial 
the 10% wage formula is an indication of 
where labor costs are going 


Economic Stabilization Agency's approval of 
catch-up 
A number of companies 
are reportedly experimenting with the idea of a bottle of 
tea to be dispensed like soft drinks—either in plain or 
carbonated form, or both. The big problem, reportedly, is 
how to bottle tea without making it look insipid. 


Advertising Briefs 


Squirt Company is conducting a special advertising cam- 
paign in bar and liquor trade publications stressing the 
advantages ot Squirt as a mixer Campaign 1S designed to 
aid bottlers in opening more accounts in bar and liquor 
outlets. Pepsi-Cola Company last month announced 
sponsorship of a new network radio program—the Phil 
Regan Armed Forces Show. Program, aired from military 
bases every Sunday at 5 PM, EST, is heard over NBC 
stations Orange-Crush ads featuring the cartoon char 
acter, “Li'l Abner,” currently are appearing in a string 
of comic books. Li'l Abner and other Dogpatch characters 
have been promoting the sale of Orange-C rush for the 
past six months A big advertising campaign is planned 
for Moxie, at one time one of the nation’s leading bev- 
erages. Luckhurst & Company, investment bankers, have 
announced an offering of debenture bonds and common 
stock of the American Dry Ginger Ale Co., proceeds of 
which will be used in part to promote Moxie us 
brewers spent $1.09 per barrel on advertising for 1950, 


¢ more than in the previous record year (1949) 





State City 
Massachusetts Boston 
Arkansas Little Rock 
Maryland Baltimore 
New York New York 
South Dakota Pierre 
Minnesota St. Paul 
North Dakota Bismarck 
Wyoming Cheyenne 





1951 STATE CONVENTION CALENDAR 


Appended below are the dates of State association meetings scheduled for the balance of the 
1951 season. Additions and corrections to the list will be made monthly. 


Hotel Dates Days 
Statler Hotel 
Lafayette Hotel Mar. 26-27 
Belvedere Apr. 7 Sat. 
New Yorker Apr. 8-10 
St. Charles Apr. 12-13 
Hotel St. Paul Apr. 16-17 
Patterson Hotel Apr. 19-20 
Plains Hotel 


Mar. 16-17 Fri.-Sat. 


Mon.-Tues. 


Sun.-Tues. 
Thurs.-F ri. 
Mon.-Tues. 


Thurs.-Fri. 
Apr. 28 Sat. 
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A Time-honored 


Product...1836°1951 


115 years ago, Dr. Geo. W. Swett, in a 
small New England village, brewed the 


first perfect combination of fragrant ber- 


ries, herbs and roots, which he called 


Dr. Swett’s Root Beer. 


Dr. Geo. W. Swett 


Many root beers have come and gone 
y : 





during this span of more than a century 
... but Dr. Swett’s continues to enjoy 
ever-increasing popularity among 
quality-conscious consumers 


and bottlers. 


From the limited New England market 


of the early years, Dr. Swett’s is now 





bottled and sold coast-to-coast. 


The Dr. Swett’s Franchise offers 
bottlers many unmatched ad- 
vantages. It will pay you to 


investigate. 


7-ounce Bottle 


Dr Swelfs Root Beer Co. ion West 63rd 


re ee 


March, 195} 





A Mission Bottler knows that 
a price increase alone isn’t 
enough to assure adequate net 
profits. That’s why he operates 
under the Mission Plan, which 
covers all phases of his business. 
For instance... 


Low Cost Production... 
One bottle and case for the 
complete line of Mission flavors 
hold his container investment 
to a minimum, and simplify 
his production. 


Healthy Sales Volume... 
Many years of nation-wide 
advertising and distribution, 
combined with a well-rounded 
sales and advertising program 
for 1951, give the Mission 
Bottler a head start in building 
and maintaining a profitable 
volume of sales. 


Are you looking for a sound, 

well-planned bottling franchise 
such as this? If so, you'll 
want to know the entire 
Mission plan. Get in touch 
with our nearest office. 


MISSION DRY CORPORATION 
Mailing Address: Terminal Annex, P. O. Box 2477, 
Los Angeles 54, Calif 

General Offices and Plant: 5001 South Soto Street, 
Los Angeles, Calif 

Divisional Sales Offices: 105 Hudson Street, New 
York 13; 510 North Dearborn Street, Chicago 10 
Conadian Distributors: Mission Orange Canadian 
Ltd., 159 Bay Street, Toronto 1, Canada 
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There is no better way to protect distinctive beverage 
flavor and quality than to seal with Mundet Crowns. Tops 
in service ... tops in value. Mundet Cork Corporation, 
Crown Division, 7101 Tonnelle Ave., North Bergen, N. J. 


MUNDET CROWNS 





COMPLETE CROWN SERVICE 


MUNDET DISTRICT OFFICES 


*ATLANTA DALLAS 1 KANSAS CITY 7, MO. ST. LOUIS 9 
339-41 Elizabeth Street, N.E 601 Second Avenue 1428 St. Lovis Avenue 





3176 Brannon Avenue 
*BOSTON DETROIT 21 *LOS ANGELES (Maywood) *SAN FRANCISCO 7 
57 Regent St. (No. Cambridge 40) 1440! Prairie Street 6116 Walker Avenue 440 Brannan Street 
*CHICAGO 16 *HOUSTON 1 *NEW ORLEANS 16 


260! Cottage Grove Avenue Commerce and Palmer Streets 315-325 N. Front Street *in Canada: 


CINCINNATI 2 JACKSONVILLE 6, FLA. PHILADELPHIA 39 Mundet Cork & Insulation Ltd 
—__ 427 West 4th Street 800 E. Bay St 856 N. 48th Street 


*CROWNS CARRIED IN STOCK 








35 Booth Avenue, Toronto  ccmmue 
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Ht delivers more cases- 
charges less for the job! 


* 





ae 


p ll ls 


————— 
7 eee T 





nar 


‘ 
Lasebe 


When owners of new International Trucks break down control from a more comfortable driving position, 


their soft drink delivery costs they find this: You get a truck 


that’s right for your job 
fewer bottles in every case must be charged off . ’ ’ 


to distribution expense, because Internationals 
are heavy-duty engineered to give you lower op- 
erating and maintenance costs, longer truck life. 


You get the engine, the transmission, the axle, every 
thing specialized to do better work on your own par- 
ticular job. Internationals offer the world’s most com- 
plete line of trucks ... and that means you get a truck 
that fits your job the way a truck should if you want 


Extra stamina in every part is just one of the reasons 


you cut delivery costs with Internationals. Now con- to cut costs 
Get all the facts for yourself 

sider these 2 
s : Find out for yourself how new Internationals can cut 

Drivers get more done with less work . 

your delivery costs. See your nearest International 


The Comfo-Vision Cab makes the driver's job easier, Truck Dealer or Branch, soon 


all day long. He has roominess and seat comfort that 
“keep out the kinks.” He has full front visibility international Harvester Builds 


2) 
: McCormick Farm Equipment and Farmall Tractors zal 
) , > 4 ae y t > > > > - 
through the Sweepsight windshield. He has easier han eaing Trucks sidusibial Oouies Ba 


dling, greater maneuverability, more positive steering Refrigerators and Freezers 


Meavy-Duty Engineered 


i a 
INTERNATIONAL «| TRUCKS 


INTERNATIONAL HARVESTER COMPANY CHICAGO 
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RED SEAL 


Eactlin Y 
Yuste of the 
Trop Cd 


Distinctive,, delicious 
and different — full of 
refreshing, tangy goodness 
—to make each tingling, 
bubbly sip a completely 


satisfying taste thrill. Try it! 


TWO STRENGTHS EVERY ORDER IS RUSH! 


: Most orders received befor 
1 to 10 Juice Type Compound . I . 


; noon are pe ‘ r 
2 Gunes Conmpneill oon are shipped the same day 


Either flavor available in light 


orange or light yellow color 


Crowns furnished on order 


WARNER-JENKINSON MANUFACTURING CO. 
Manufacturers of Certified Food Colors, Flavors, Extracts, Vanillas 
ESTABLISHED 1905 2526 BALDWIN ST. @ ST. LOUIS 6, MO. 
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IMFILCO Water Conditioning Equipment 
Paves the Way Toward Profitable Operation 








MMODAY, over 500 nationally known brand syrup makers and bottlers have constant 
control over the water they use! As users of INFILCO’S famous JBAS Water Condition- 
ing Plant, they know they can count on DEPENDABLE EQUIPMENT PERFORMANCE 

to deliver a uniform water of controlled alkalinity .. a water free from organic matter, tastes 

and odors ..a water that minimizes production and sales losses and enhances the product. 


There’s another important reason why Infilco’s JBAS Water Conditioning Plant is used by 
the pacemakers of the bottling industry. Infilco’s nationwide service facilities are available 
to assist in keeping the equipment in tip-top shape so it can operate at peak efficiency day 
after day, year after year. 

A pioneer in the field of water conditioning for bottlers, INFILCO designs and manufac- 
turers equipment exact/y to meet the bottler’s needs. DOLLAR FOR DOLLAR—VALUE 
FOR VALUE, it has been the leader for over 55 years. Investigate, today, the reason why 
so many of the industry leaders as well as a lot of the smaller but no less particular bottlers 
choose and sincerely endorse the JBAS Water Conditioning Plant. Just ask for Bulletin 
No. 1823 


SERVING THE BOTTLING INDUSTRY WITH 
WATER CONDITIONING EQUIPMENT THAT'S 


Qua ly Ongincceed | fer 

, A ee | 

ality (ter Lemance f p 
ees 


© BETTER WATER CONDITIONING ° 
AND WASTE TREATMENT SINCE 


INFILCO INC. er 


NEW YORK 17* FYESON* CHICAGO 16 


SALES Orrecets ¢& Twen?ry $32 FP RtR EC tPA €erkhee sg 


WORLD'S LEADING MANUFACTURERS OF WATER CONDITIONING AND WASTE TREATING EQUIPMENT 
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Q. What makes this bottle better ? 


A. SOLID BASE and WALL are 
one big factor. 


These enable WEDG-WALLS 
to absorb rough handling 
—make them stronger, 
longer-lived beverage 
bottles! 


The unique base and wall — part of 
Thatcher's famous WEDG-WALL de- 
sign — are molded to form a sturdy 
unit. Because the glass is distributed 
uniformly, WEDG-WALLS don't get 
off balance on your handling line — 
reduce breakage because they have 
no weak sides. What's more, they 
stand up better in average service — 
cut down ''Thermal-Shock" breakage 
in your soaker. The result is more 
round trips and lower costs with every 
WEDG-WALL Bottle you buy! 


Let your nearby Thatcher representa- 
tive demonstrate all of the exclusive 
WEDG-WALL advantages — no ob- 
ligation, naturally. Or write, wire or 
phone Thatcher Glass Manufacturing 
Co., Inc., Elmira, N. Y., for full details. 


THATCHER GLASS MANUFACTURING COMPANY, INC. WENG-WALt 
Ketssnpn tolllee 


0 Factories: Elmira, N.Y., Streator, Ill., Lawrenceburg, Ind. 


Sales Offices: BOSTON BUFFALO CHICAGO CINCINNATI §=— DETROIT LOUISVILLE 
NEW YORK PHILADELPHIA =©=—- ROCHESTER, W.Y. ST. LOUIS ST. PAUL = WASHINGTON, D.C. “TM. APPLIED FOR 
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New Unscrambler Load #4 24x Vale 


of the LADEWIG BOTTLE WASHER 
The bottler who chooses a a x 1 ¥ 


Ladewig Washer for handling 6 oz. 
to 12 oz. bottles doesn’t need to buy 





an extra unscrambler table . . . be- 
cause the new Ladewig Unscrambler 
Load is now standard equipment on 
Ladewig Washers handling those 
sizes. Yes, the Unscrambler Load is 
built right in as an integral part of 
the machine — is not an “extra-cost 


accessory”. 


Thus for the first time it is possible 
to feed 12 oz. bottles witha 12-bottle 
hand picker into an automatic wash- 
er. This Ladewig feature also makes 
it possible for one man to feed up to 
200 bottles per minute—as he doesn't 
need to walk back and forth. He 
stands in one position at the load — 
and as he feeds in the bottles, they 
automatically spread out and are 
gently and evenly unscrambled — 
speeding up the loading operation 
and avoiding bottle breakage. 


A built-in Unscrambler Load is only one of MANY DESIRABLE FEATURES you want in the bottle 
washer you buy. Surely you want a modern washer at low initial cost — so compact that it saves you 
valuable floor space. And of course you want a machine that assures top-notch performance because of 
its advanced engineering and rugged construction. Certainly you are looking for a radically different, 
radically better washer that gives such efficient, trouble-free performance that it will lower your op- 
erating and maintenance costs. And above all you want a washer that turns out MORE and CLEANER 
bottles per hour, per dollar — so economical to operate that it will play a big part in keeping your 


production costs in the profit-making range! 


That’s why you should get a Ladewig Bottle Washer! 
Write at once for fully illustrated literature which explains the above mentioned features of the 


Ladewig Washer. 


Archie Ladewig Co. 
WAUKESHA 
WISCONSIN 

U.S.A. 
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NEHI LINE 


 Mhe non comple 
Line n the 


industry / 


NEH!I ¢CO 
RPORATION:- COLUMBUS GE 
P ORGIA 
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FOR A CARTON...OR A CARLOAD... 


= 


Dh yee 

Now is the time for every prudent bottler to make certain 
that his position regarding supplies is as favorable as possible. That's 
why so many bottlers rely on Crown .. . the world’s largest maker of 
crown corks. Our vast manufacturing and distributing facilities are an 
assurance that, regardless of quantity or delivery requirements, if you 
can get them anywhere... you can get them at Crown. Crown Cork & 
Seal Company, Baltimore 3, Maryland. Originators and World’s Largest 
Makers of Crown Corks. 


Plants at: Baltimore «+ St. Louis + Los Angeles + San Francisco 


eb s Throughout the Nation 














A WORLD-WIDE ORGANIZATION... 


Supplementing these domestic facilities is the Crown Cork 
International Corporation, a subsidiary that maintains factories, 
branches and agencies in many parts of the world. 

2al, Canada 


Deurne, Antwerp, Belgium Viry-Chatillon (S. & O.) France 


Durban, Union of South Africa 
Rotterdam, Holland 
San Feliu de Guixols, Spain Mexico, D.F 


neiro, Brazil Cabo Ruivo, Lisbon, Portugal 
Brazil Amora, Portugal 
Antwerp, Belgium 
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MAIN PLANT AT BALTIMORE 
Largest Plant of It’s Kind in the World 


Make your next order GOS GROANS 


SAN FRANCISCO PLANT LOS ANGELES PLANT 
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ig Profits 


Why fiddle around with a drink nobody ever 
heard of? If you want to make money, pick a 
franchise that’s important. Pick a Hires 
franchise. 

Everybody knows Hires. It’s been a sales 
leader for 80 years. And 35 millions of dollars 
in advertising have built a “consumer aceept- 
ance” that no beverage can sneeze at. 

Take any territory and you'll find that Hires 
ranks with the best in volume and profit. Every 
Hires franchise includes customers who are 
waiting and wanting to buy. Ask one of our 60 
brand-new franchise holders. Ask any one of 
our several hundred long-time franchise bot- 
thers. They Il tell you what it feels like to be top 
manin your town! Want to hear more? Write 
The Charles E. Hires Co., 206 South 24th 
Street. Philadelphia 3, Pa. 
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“Scucerely Recommend 
“The Evans eater 


Coca-Cola of Jasper, Indiana, is 
Another Enthusiastic Evans Heater User! 


@ Here is another letter from an Evans owner that PROVES 
there’s nothing else like the Evans Heater for bottlers! 


Read what Mr. Kremp says . . . then write us for the full 


story! 


No bottler can afford NOT to use the Evans Heater! 


“OMPANY 
. Borreine © 
Coca-Col cow Jasrem, IM 
JasreEn, INDIANA 


pugagggaen 


' 
ppaseaaeaaente 


pagaauagaad 








This revolutionary solution heating 
unit burns gas. Holds temperatures 
automatically; just light it and for- 
get it. There is a size for every need. 


s 
@eunueuages 


COMPLETELY 
AUTOMATIC! 


The Evans Unit replaces expen- 
sive, troublesome boilers. Saves 
fuel, saves time, saves labor, 
saves bottles. Pays for itself 
many times over! Write for 
descriptive literature and let us 
give you names of Evans owners 
near you. 


Manufactured by G. C. EVANS SALES COMPANY, Little Rock, Ark. 
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obligato” 





bottler’s pocket! 


TWITCHELL’S -202 GINGER ALE PUT IT THERE 


An Ohio bottler was making ginger ale at the rate 

of 100.000 cases per vear. Nice volume. but. other 

items in the line—flavors with much smaller annual 

sales—were way ahead in profits. 

After checking all the factors. we recommended our 

202 Ginger Ale. Here are the results: 

(| Instead of spending 83.000 per year for an 
ordinary two-ounce ginger ale flavor at S900 
a gallon. the bottler now enjoys the same pro- 
duction at a flavor cost of only $1.500. Reason: 
only '2 oz. of 4202 Ginger Ale is needed to 
the gallon of syrup. 
The bottler used to pay about $300 a vear in 
transportation charges for ginger ale flavor. 
That's slashed to S875 now. Reason: one gallon 
of #202 does the flay oring job of four. 
The bottler is) conserving valuable storage 
space. He spends less time checking flavor in 
and out of inventory. Reason: 75°, less bulk 
to handle. 

It all adds up to at least $2.000 in pocket! As for 


quality and goodness, only the finest of gingers are 








blended into #202. Modified with lime and other 
flavors, it produces an unbeatable beverage for both 
tavern and home trade. 

Why not brighten your own profit picture with #202 
Ginger? Write for a generous. free sample. We'll 


get it off at once. 


COMPANY 


82 years of service to bottlers 


CRESTMONT AND HADDON AVES. ¢e CAMDEN 4, N,. J. 
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Editorial * * * ° 


@ THE BIG QUESTION— 
; the confusion and uncer 


tainty that are part and parcel of a 
nation shifting into a war economy 
has stemmed the paramount question 
of the day for the soft drink bottler: 
“What effects will the 


bilization program have on my busi- 


nations mo- 


ness. and how shall | prepare to cope 
with them.” 

This question, reflecting the bot 
tler’s anxieties and fears in today’s 
turbulent times, is one that cannot 
be answered factually. For the an 
swer depends largely on 
which no one not even 
President Truman or Defense Mobil- 
izer Wilson 


There might be all-out war 


factors 


can possibly predict. 
inflation 
might get completely out of hand. 
and well. there are innumerable 


other “ifs.” “ands.” and “buts” 
economic and political. 

It is nevertheless true that a defi 
nite pattern of movement already has 
been established by our Government 
in the conduct and execution of its 
preparedness program. and this con 
stitutes the only reasonable basis for 
businessmen to “look ahead into the 
future.” 

From this “pattern of movement.” 


the Editors of N.B.G 


certain conclusions on the principal 


have drawn 


problems bottlers will face in’ the 
coming months and vears. They are 
presented with the qualification that 
what 
the outlook considerably, if not. al- 
together. 

Prices 


the country 


Although most bottlers in 
today are wholesaling 
their products above the 80-cent 
wholesale level, it is likely that bev- 
erage prices generally will move up- 
wards. True. a “freeze” on soft drink 
prices has been imposed, but it is 
safe to assume that the maximum 
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variable 


happens tomorrow can_ alter 


ceiling price will be lifted in view of 
still-mounting inflationary pressures 
affecting bottlers no less than other 


\.B.C.B. already has filed 


1 fully-documented appeal with the 


businesses 


Economic Stabilization Agency for 


industry-wide price” relief. and it 


probably will be acted upon favor 
ibly it we may lise that avency s 
past talbeit brief) record of “len 
iency” as a yardstick. Our sugges 
tion: Be prepared to file your own 
individual appeal for price relief. if 
the national association’s petition is 
turned down. 
Deposits Sound business proce 
dure dictates that the deposit on case 
and bottles be equal to their original 
cost. The differential now existing 
between deposit levels generally and 
the replacement cost of cases and 
bottles is tremendous. and we there- 
fore wholeheartedly endorse any in- 
dustry movement towards increasing 
deposit rates. Such action—-since it 
also has the effect of increasing §re- 
turns of empties—is especially neces- 
sary today. because of the future un- 
certainty in the supply situation. 
The stock reply that low deposits 
are “tradition” in this industry is 
no valid counter-argument. The 80c 
wholesale —5c retail selling price also 
was a “fixture.” and it has been sue- 
cessfully discarded by most bottlers. 
Supplies —There already have been 
evidences that bottlers will experience 
some shortages in major items of 
supply. While sugar still is available 
and plentiful. and equipment manu- 
facturers still have “For Sale” signs 
tacked on their doors, case. carton. 
crown and bottle makers are working 
on very tight supplies of raw mate- 
rials and are unable to commit for 
future deliveries. Since supply costs 


likely will 


trend 


continue their upward 


(they certainly won't come 


lown), and since a sudden change (its 


always sudden) in the international 
situation probably would worsen the 
picture—it is our advice that bot 


tlers maintain sensible inventories. 


W e do not 


and hoarding; but we do believe 


suggest scare buying 
that bottlers should not get caught 
short. 

One final note on “supplies”: All 
indications point to the fact that in 
dustry faces the worst labor shortage 
in history. We therefore advise our 
readers to read carefully the article 
beginning on Page 26 in this issue. 
dealing with ways and means of pre 
paring for this squeeze on manpower 
As the Fed 


eral and State Governments seek new 


Discriminatory Taxes 


and more sources of revenue to con- 
duct their operations in this high 
economy. the 


priced mobilization 


threat of discriminatory beverage 
taxation will become more and more 
serious. In the past 25 years, practi 
cally every State in the Union—and 
the Federal Government as well has 
“toyed” with the idea of a soft drink 
tax. Yet. in almost every case to date 

with the two notable exceptions ol 
South Carolina and Pennsylvania 
these tax moves have been defeated. 
But they were defeated, mind you, by 
the collective opposition of all bot 
tlers. We therefore urge each and 
every bottler to lend his fullest sup 
port to his local. State and National 
associations. Unless you help them 
these groups cannot help you in pre 
venting the enactment of an invidious 
levy that might conceivably put you 
out of business. And to those few 
misguided bottlers, particularly, who 
feel that discriminatory taxation is 
the solution to all their problems. 
we urge a careful reading of the arti- 
cle. “A Beverage Tax Can Kill You!”, 
on Page 0. IT CAN! 

Speaking 
would like to close with the thought 


that there never has been and never 


about “solutions. we 


will be a single panacea, a cure-all 


for everyone’s problems. In good 
times and bad, the industry will have 
its problems. At this time —as_ the 
nation enters into its most. critical 
period in history the industry. like- 
wise. will be met with its toughest 
test. But it has come through “tough 
tests” strong and solvent before 


’ 
we are sure it will do so again: 





Year-Rouud Sampliug 


Full-time woman demonsiraior is building sales, 


goodwill—and profits—for Denver bottling concern. 


DOING A JOB 


Denver Seven-Up’s woman demonstrator (right) is shown in action. A 
source of tremendous dealer goodwill, she also accounts for about 20 


extra’ case sales daily in stores she visits. 





age Off! 


_ a full-time woman 


demonstrator, who conducts an 
average of three day-long demon- 
strations per week in supermarkets, 
delicatessens, and neighborhood 
yrocery stores, has proven econom- 
ically feasible at Seven-Up Bottling 
Company of Denver, Colorado, ac- 
cording to A. D. Shearer and H. L 
Deem, partners 

Unlike many bottlers who carry 
out store demonstrations or “sam 
pling” only on a seasonal basis, the 
15-year-old 7-Up bottling plant has 
maintained a full-time demonstra 
tor on the staff for many years, 
who is available the year around 

In assigning her, the 7-Up bot- 
tling plant takes into consideration 
only whether the outlet is a retailer 
otf 7-Up, and therefore, the woman 
demonstrator has been on duty not 
only in big “glamorous” supermar- 
kets, but likewise in small corner 
yrocery stores of the type which 
seldom see such specialized atten- 
tion on the part of a supplier. This, 
incidentally, has built a lot of addi 
tional goodwill amony the firm’s 
smaller accounts, according to Mr. 
Shearer 


Through long experimentation 
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A. D. Shearer, left, and H. L. 
Deem, partners in 7-Up Bottling 
Co. of Denver, check sales rec- 
ords. 





with the “sampling” form of sales 


improvement, the 7-Up executives 


have determined that a two-day 


it j t 
Is Dest 


inasmuch as most of 


the regular customers of a grocery 


store are 


likely to come in within a 


two-das whereas if a one 


period, 
day demonstration is used, too large 


a percentage of the store’s clientele 


is likely to be missed. For that rea- 


he home economist is on duty 


an average of two days at every 
such demonstration 
farther in 


Going settling up the 
demonstrations, all of 


scheduled 


advance, the 7-Up 


which are 
carefully as much as six 
weeks in firm 
has eschewed altogether the famil- 
iar paper cup, and prefers instead, 
to serve every sample in the stand- 


“Not onls 


bottle feel better in the 


ard bottle. with a straw 


does the 


customer's hand, | it 


likewise 


identifies itself 


readily and = im- 


presses its label upon the taster,” 


Mr. Shearer believes. “A paper cup 


PERMANENT DISPLAY 


One of the permanent “displays’ 


of Denver is the plant itself. Plate glass “show windows’ invite passers-by 
to stop-and-view the bottling operations. 


is almost entirely anonymous and 


once the customer has tossed it 


aside, she is likely to forget alto 
gether what she has enjoyed in most 
cases. When the bottle is used, how- 
ever, the effect is invariably far 
better.” 

Because all of its demonstrations 
are in constant demand among re 
tailers, the Denver 7-Up organiza- 
tion has been able to get unusually 
high degrees of co-operation 1n set 
ting up displays. When the store- 
keeper calls in to arrange for a 
demonstration, or as one is set up 
by a route salesman, the grocer is 
asked courteously whether he will 


permit a special display of 7-Up 


Demonstrations and displays go 
hand in hand... and store visits 
by the demonstrator usually are 
preceded by the erection of a 
mass display. This one features 
Seven-Up’s family carton. 





to be built at the corresponding 


time, to which the answer is usually 
affirmative 


Displays are always 


erected by the Seven-Up Bottling Co. 
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It pays to sample the dealer, too, 
Denver 7-Up has learned. This 
grocery store proprietor is getting 
his drink. 





carefully worked out by the route 
salesman in charge of that particu- 
lar district, who, incidentally, has 
had special training in setting up 


effective 


pyramid and ‘mass dis- 


plays” which are guaranteed to at- 


tract attention. 


On the financial side, the demon- 
strator has not only been a source 
of tremendous goodwill and continu- 
ously increasing sales in all retail 
outlets, but actually “pays her way” 
through an average sale of from 15 
to 20 extra cases at the store con- 
cerned 

“Our demonstrator has sold as 
high as 60 additional cases in two 
days,” Mr. Shearer reports. “This is 
indicative of the need for constant 
re-introduction of any product, no 


matter how well known it may al- 


ready be.” 
The 7 Up 


Denver 


Bottling Company of 


demonstrator adds extra 


salesmanship as well as demonstra- 
tion to 


retail store 


bottle has 


each of her 
After a 


chores been 
served to a store visitor as a sam- 
ple, it is standard procedure and 
instructions from the “front office” 
for her to obtain a carton from the 
nearby display, usually the 6-bottle 
carryout 


carton, and that 


the customer take it home with her 


suggest 


Only a small percentage, it has been 


found, refuse to do so 


In this way, the demonstrator is 


actually “earning her way” on a 
cash return basis, as well as build- 


ing goodwill and future sales 





MANPOWER SQUEEZE 
---aud What “Jo Do About Ut 


bor force of approximately 65 mil- 


by J. E. STEVENS 
Staff Editor, N.B.G. 


Zo "RE in for it agair 


\ han the last time 

The big manpower shortage, al 
ready being felt in many areas, will 
grow progressively worse as the 
nation’s mobilization program, now 
only in its infancy stages, acceler- 
ates. Millions of men, and women, 
will be needed by the military and 
by our war industries. How many 
millions will depend, to a large ex 
tent, on the course of international 
developments Present estimates of 


the manpower required by “M” 


26 


(Mobilization) range from three to 
four millions. New communist ag 
gressions likely would prompt the 
government to enlarge this figure 
A real crisis all-out’ war—could 
easily quadruple it 

Unfortunately for industry —par- 
ticularly those businesses not con- 
sidered essential—the large man- 
power reserve of over eight million 
in 1940 


has today been reduced to consider- 


une mployed that existed 


ably less than two million, one mil- 
lion of whom are “between jobs.” 
In other words, where there was a 
sizable manpower reservoir in 1940, 
this time the nation is starting out 
with practically full employment 


even though the current civilian la- 


lion is well above the 55 million 
labor force of ten years ago. Which 
means, of course, that M’s man- 
power demands will largely have to 
be filled by 


housewives, students 


(part time), retired men and wo- 
men, disabled persons, and by work- 
ers presently engaged in non-essen 
tial occupations. 

Because the soft drink industry 
is not classified as essential, bot- 
tling plants will be among the first 
to suffer as the armed services and 
war industries increase their man- 
power demands. 

The soft drink industry may feel 
the pinch even more acutely than 
other non-essential industries be- 
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cause many bottling plants, under 


present pricing schedules, simply 


cannot afford to pay the higher 
demanded 
(E.S.A 


approved the 10° 


wage scales that will be 

and obtained—by labor 
has already 
wage formula, and has 
still 


Wage concessions wil be granted. It 


“catch-up” 


given indication that further 


is likely, also, that the future base 


for pay freezing and the formula 


for maximum increases permitted 


will include a ‘“‘cost of living” esca 


lator clause Furthermore, numer- 


ous bottling plants have been ac 


customed to using part-time work- 
ers, particularly during the summer 


months when increased business 


necessitates increased personnel 


summer rolls 


By h I next 


around, one can be sure that “sea- 


sonal help” will be 


almost impossi 


] t 
Die o obtain 


frank 
To be sure, some 
low ated 


The overall picture to be 
IS GISCOUrayIng 
y plants, like 


where 


bottlin those 


In communities manpower 
pools are abnormally large, may not 
feel the squeeze at all. But no plant 

feel entirely secure. Newspa- 
at this moment, are reporting 
migrations of workers from 
south and southwest to Detroit 


and other war industry markets 
The ituation is no less severe in 


New York 


Department, just a_ few 


the big State’s 


Labo 


cities 
weeks ago, declared that ‘23 occu 
pations are in short supply in the 
New York) City.” It 


th: the 


said, also, 


number of men seeking 
jobs through the State Employment 
Service fell off by more than 25 


from February 1950, “presaging 


labor market.” 


ightel 


Get Plans Rolling Now 
A disccuraging manpower pic- 
ture, however, is not necessarily a 
hopeless one. Management’s ability 
to keep plants operating in the face 
of manpower shortages will largely 
hinge on how well prepared it is to 
cope with these shortages before 
stringencies become too severe. The 
overall job, thus, is to get prepared 

The first 
plants to take—-now 


step for all bottling 


is to evaluate 
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their present working forces, to- 


gether with capacity manpower 


needs. Determine, insofar as is now 
possible, the number of men you 
will probably lose to the armed 
Write off any 


that you 


forces. employees 


“carry” for just a few 
months a year. These will probably 
move into full time, high-paying 
war jobs. The remaining personnel 
will comprise your “stable working 
force.” 

The second step is to make your 
manpower needs even probable 
needs 


known to reputable employ- 


ment services such as State Em- 
ployment Agencies and private em- 
ployment agencies. Familiarize 
vourself with other proved recruit- 
ing channels—labor and trade or- 


ganizations, community groups, 
chambers of commerce, newspapers 
even schools and colleges 
Mobilization specialists state that 
considerable recruiting groundwork 
can be laid before any 
Effective 


‘established, based on outlines and 


emergency 
develops liaison can be 
estimates of most likely labor needs 

Profitable channels, 


incidentally, can also be opened di- 


recruiting 


rectly through current employees 
One personnel director reveals that 
his company has been able to create 
a substantial list, through prelim- 
inary interview, of potential emer- 
gency employees. It includes em- 
ployees’ friends, retired employees, 
and wives of employees liable to 
military service. 

Your next step, before any actual 
recruitment is begun, is to consider 
all ways and means of keeping your 
stable working force and making it 
more effective Undoubtedly, some 
employees will be tempted by high- 
er paying jobs in war industries, 
minimize 


but you should try to 


these losses by making your em- 
ployees’ present jobs as attractive 
as possible. Here are two sugges- 


tions: 


Incentive Plans 


Incentive wages, whereby an em- 
ployee can increase his regular in- 
come through extra effort, certainly 
warrants the study of management 


at this time. And since incentives 
also have the effect of increasing 
productivity, they oftentimes com- 
pensate, at least partially, for the 
loss of certain manpower. (One bot- 
tler told N.B.G. that since establish- 
ing an incentive plan for his driver 
salesmen, he has reduced his route 
force from six to five employees, 
with no adverse effect on distribu 
tion or sales. 

Cash awards for increased out- 
put by production men, for “extra” 
case sales, display placements and 
new accounts opened by routemen, 
and “good attendance” bonuses for 


all employees (absenteeism rates 


are already edging upward) are 
among the incentives that are being 
employed in a number of bottling 
plants today, with varying degrees 
of success. 

The attempt to introduce incen- 
tive plans in strongly-unionized 
plants may, however, be met with 
severe opposition. Labor unions, as 
a rule, view incentive systems with 
skepticism. Certainly, from the 
standpoint of union attitude, it will 
be easier for a plant to widen pres- 
ent incentives than to set up incen 
tives where been 


there has none 


up to date. It would appear the 
better part of valor, in either case, 
to discuss the subject of incentives 
with the unions before the timing 
and rate setting begins. It is sim- 
pler to get agreement on principles 


in advance than on rates later. 


Overtime Work, Longer Shifts 


Some bottlers whose working 


forces are reduced may decide it 
wiser to increase the length of the 
work day or the number of working 
than to 


replacements. 


days (union permitting) 


start searching for 
They 


rightly so 


may  figure—and perhaps 
that the attraction of 
overtime wages should at least help 


hold 


personnel. 


them onto their remaining 


Management should remember, 
however, that where overtime work 
is necessitated by the lack of a suf- 
ficient stable working force, produc- 
tion and distribution costs become 
other 


disproportionately high. In 


words, the extra cost of overtime 
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work not be worth the extra 


production 


may 
It is equally true, how- 
that it is sometimes cheaper 


to add 


ever, 


to pay some overtime than 
a new man and thereby cause other 
disgruntled 


work 
bottler should ab 


employees to become 


over the loss of overtime 


One thing the 


solutely refrain trom doing 1s to 


“suarantee” overtime work. Amaz- 


“as it seems, some 


did this 


var to hold their employees. To the 


companies 
last 


ctually during the 


writer, this is stupid and dangerous 


business tantamount to 


putting 


art before the horse. The only 


© guaranteed overtime pays off 


is when vou are working on “cost 


bottlers don’t work on 


pius, ana 


hold 


In addition 


working Torce, the bottler 


his stable 


just also use every means at his 


iosal to 


his effective 
sett k 


Increase 


That is, he must 


owe} 


and means of Improving ovel 


ant efficiency without adding 


and perhaps, even reducing his 


labor force. These suggestions mas 


MACHINES FOR MEN 


As manpower becomes more dif 
ficult to obtain, many bottlers will 
turn to labor-saving equipment, 
such as automatic case packers 
(above). fork-lift trucks, automatic 
bottle washer feeders. and port 
able. automatic sugar dumpers. 





routes during the last war helped 


many plants continue operations 
satisfactorily, despite losses in sales 
personnel. Reduction in service fre- 
quency to outlying areas and elim- 
ination of certain unprofitable 
routes entirely are among the steps 
that management 
take, if 
tainly, one routeman cannot do the 
work of 


ment of 


should be pre 


pared to necessary. Ce? 


two. But a simple realign- 


routes might enable six 


routemen to do the job done pre- 


viously by five This has been done 


before, and bottlers must be ready 


to do it again 


Add Labor-Saving Equipment 


While that portion of the 


produc 


tion job beginning at the bottle 


washing operation and ending at 


the crowning process, is entirely 


iutomatic in practically all bottling 
plants today, other in-plant opera 
still high 


manual 


tions involve a deyree ¢ 


manual labor. This labor 


can be reduced, at least in part, by 


the installation of such automatic 
“us portable sugar hoists 


fork-lift trucks, case 


unpackers, 


equipment 
ind dumpers, 


packers and conveying 


machinery, etc. Use of such equip 


ment has enabled many plants to 


actually reduce their in-plant force 


Every bottler who fears or ex 


Ss a manpower shortage should 


immediately begin to investigate 


possibilities of such labor 


vices in his 


+ 


fact, labor shortage 


at all times should 


‘mseives in 


improving op 


Miclency 


Train, Re-train Personnel 


Training retraining is al 


and 


other procedure that can increase 


ipower betore 


I ada 


Is resorte 
prove thi 


worker who knows the 


and exactly 


now te 


his job, 


a much more t 


compete ! 


rformer than the raw, untraine¢ 


employee. Training is especially 


important with respect to sales pe 


sonnel. The routeman who 


the ropes” inside and out is 


“knows 


a 


smooth, confident workman, and in- 
to do 
job with much better success than 


variably manages his given 
the untrained driver salesman who, 
simply because of ignorance, stum- 
bles through the various steps con- 
nected with his work. A final note 
on trained employees: they are less 


subject to accidents—and no busi- 
ness can afford employee injuries, 
resultant 


with when 


time losses, 
manpower is tight 

It is to be hoped that the utiliza 
tion of the labor-saving, efficiency- 
increasing techniques listed up to 
this point will obviate the necessity 
of management to seek replacement 
But the 


past war indicate that hundreds, if 


manpower records of the 


not thousands, of plants will be 


forced to go “employee hunting.” 
And the « ompetition will be intense 
AF’s, 


, and married men, 


particularly for veterans 


non-reservists 


especially fathers, 26 through 40 


The demand by industry for these 


yroups will far exceed their actual 


numbers, and all businesses will be 
forced to dip into other reservoirs 


ot manpowe These are the prin 


cipal substitute sources: 


Older Employees 


\s younger men take their places 


the nation’s military 


torces, 


men will be 


called in to fill 


gaps In industry. No bottler o1 


personnel 
. 


manager need hesitate 


ibout hiring these older workers 


Fifty-vear-and-olde? men have 


proved to be consistent performers, 
show maximum stability and bette) 
judgment on the job, normally re 
lire less training, have 


a steady 


influence on the vounger met 


exhibit better work 


generally 
less absenteeism, etc. Com 
such important assets to 


reduced physi 


cal strength—makes this 


overave 


yroup a highly desirable additior 


to the labor force 


During the 1: war, older em 
plovees were used with great suc 


cess In practically every type job ir 


bottling plants. Only in those jobs 
where continuous physical stress is 
like truck 


likely to be 


required, loading, are 


they Inferior 
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To those few employers who still 
may be averse to hiring “aged” men 
(believe it or not, some factories 
still bar the hiring of older men 
it should be pointed out that the 


country’s population is getting 
older; people are living longer. At 
the turn of the century, the 50 
year old and over man may have 
been past his peak; today, he is still 
capable of turning in a good day’s 
work. In fact, such authority as the 
Division of 
the NAM recently dubbed the older 


workers as the 


Industrial Relations 


“cream of the crop.” 


Physically-Handicapped 


If there is a job in yvour plant 
that can be handled by a partially 
disabled man, hire him. This is not 
said out of sympathy, although the 
writer does feel that places in in 
dustry must be found for the physi- 
cally-handicapped The personnel 
records of industry show that 
where the particular disability of 
the handicapped person does not 
interfere with the carrying-out of 
his job, he constitutes the best em 
ployee investment. The average 
physically-handicapped employee is 
extremely loyal to his employer and 
conscientious on the job. And his 


general working habits are 


lent 


excel 


Of course, as‘ indicated before, 
the major problem involved in hir- 
ing a handicapped person is to lo 
cate a type of work which he is 
physically capable of handling. Ad- 
mittedly, such jobs are 


bottling 


limited in 


Part-Time Help 


While not much success has beer 


reported with part time personnel 


I 
by bottling plants and other busi 


nesses, future conditions may de 
mand an exploitation of this reser 
voir. Selection of the job, and the 
scheduling and the matching with 
the available part-time help are 
some of the problems which compli 
cate this situation. High school and 


college boys, who are available 


after-school hours at ‘ntire sum 
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THE LADIES ARE OKAY 


Women proved their capabilities in the last war. Numerous bottling 
plants hired them as bottle inspectors; some even were used in the 
washer loading and unloading operations. One Texas bottler, incident 
ally, currently is using a 110-pound female “routeman”—and says “she’s 


doing fine.” 





mers, are among those who might 


be considered for part-time work 


Women 


The “weaker sex” has been used, 
and is still being used, with a fai 
degree of success in bottling plants 
And we are not referring strictly 
to office jobs. While inspection jobs 
their forte 


apparently are (they 


have much more patience than 
men), they have also proved suit 
able in other in-plant work 

It must be borne in mind, how 
ever, that there are problems in- 
volved in the empioyment of women 
It is not a cut-and-dried proposi 
tion. The male employee is gener 
ally hostile to, or pays too much 
attention to female workers—par 
ticularly in the early stages of their 
employment Furthermore, they 
generally require (or demand) sep- 
irate locker and washroom facili- 
ties. And finally, they are guilty of 
chronic absenteeism and lateness to 
a far greater extent than men 

On the other side of the picture 
is the fact that women handle their 
jobs diligently. A woman will most 


always attempt to at least match, if 


not surpass, the productivity of 
male employees. And she generally 
succeeds in doing so. The War Man 
power Commission estimated dur 
ing World War II that about 80 

of the nation’s jobs can be effec 


tively handled by women 


Price Adjustments Necessary? 


One closing suggestion 


As stated earlier, competition for 
available manpower will be bitterly 
keen, and bottlers will be unable to 
attract competent men and women 
unless they are able to match 
scales in 


With 


many bottlers simply 


the prevailing wage 


industry generally. present 
price levels, 
cannot afford to do so. These might 
well consider petitioning individ 
ually for a higher wholesale price 
level (to help pay other increased 
costs as well), if A.B.C.B.’s indus 
try price petition is not acted on 


1 ivorably 


Truly, the manpower problem 
will not be an easy one to solve 
Those who will be best fitted to ¢ ope 
with it will start formulating thei 


ns, and acting on them, now 





A Beverage Tax Can Kill You! 


Official of Pennsylvania bottlers’ association cites the 
heavy toll exacted by the State’s soft drink levy in a 
general warning to all bottlers to “be on guard every 
minute” against discriminatory tax threats. 


W, are in an era when Federal, be ready for attack from any quar- 
State, and local governments are re ter—at any time, and you must be 
quiring more money to run their smart enough and strong enough to 
particular governments, and they break up the attack before it gains 
are constantly looking around to any headway. It takes a strong and 
see if they missed anything they well-organized association to be 
possibly could tax. All bottlers, I equal to the task. How well I know 
am sure, Want to pay a proportional from the experience We went 
share of the State, Federal and through in Pennsylvania 
local tax burden. But you must be In 1946, after election, Governor 
on guard against the powerful pres Duff, returning from a Florida va 
sure groups that are in constant cation, came through South Caro 
contact with the authorities in lina and learned upon purchasing a 
whom is vested the power to tax, bottle of carbonated beverage that 
to place a discriminatory and con the beverage carried a tax. He im- 
by FRED C. SEBULSKE fiscatory tax against our industry mediately conceived the idea that 
President You must be on guard every min there was a source of revenue he 
Pepsi-Cola Bottling Co. ute of the day as an association and would include in his budget that he 
Pittsburgh, Pa. is individual bottlers. You may not presented to the Assembly the early 
always know who your enemies are part of 1947 


and what they are up to. You must In presenting the soft drink tax 


SL ZIN I /] 
PT | 
NZI 
INIT 


Pennsylvania bottlers were not sufficiently organized back in 1947 to prevent the enact- 

THIS DIDN'T HELP ment of a discriminatory beverage tax—even though, in a last-minute attempt, they got 
up placards and signs to protest the measure at a legislative hearing in the State Capitol 
in Harrisburg. 
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to the Assembly in 1947, the budget 
director claimed it would produce 


$35 million in the first biennium, 
based on the soft drink business 
done in the State the previous year 
The tax only produced between 
$26-27 million the first biennium, 
Which was 25% less than their esti- 
mate, and that represented the loss 
that our industry suffered in our 


sales volume. Being a volume busi- 


ness, this loss of 25°; in sales was 
the difference between operating at 
a loss instead of at a profit. 
Today, | am very glad to report 
that prospects for getting rid of 
the tax look brighter than at any 
time since the spring of 1947 
Pennsylvania voters elected a 
Governor and half of our fifty Sen- 
ators and a House of Representa- 
tives last November 7th. Governor 
John 8S. Fine is pledged against the 
tax. Both the Republican and Demo- 
platforms which the 


cratic upon 


candidates ran contain pledges 
against this tax 

At this time it would seem beyond 
the bounds of possibility that either 
party could change its mind about 
a subject on which it has given posi- 
tive pre-election pledges. The fact 
that both Republicans and Demo- 
crats opposed the tax is the result 
of a 4-year campaign in which most 
of our bottlers and many of our 


suppliers participated actively 


Canada Got It Again 


Even though the victory seems 
won, the Pennsylvania soft drink in- 
dustry plans to remain alert—to 
make itself politically strong and 
prepared to wade into a fight at a 
moment’s notice in the years to 
come. You have only to recall what 
1appened in Canada a very short 
time ago to know that no tax fight 
is permanently won 

As a wartime measure, the Ca- 
nadian Government imposed a soft 
drink tax. In March of 1948, the 
soft drink tax was removed. Sales 
immediately soared. In response to 
a request for figures, Joseph A. 
Whitmore, secretary of the Ca- 
nadian Bottlers’ Association advised 


us that sales went up an average 
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tain bottlers. 
In this article. 


break the five-cent retail level 


can also break vou 





Aout This rérticle 


The threat of discriminatory soft drink taxation is perhaps greater 
today than ever before. Seeking new sources of revenue, many States, 
and even the Federal Government, are casting hungry looks at the 
soft drink field. At the moment, Tennessee faces a 4-cent-per-bottle 
proposition. Arkansas faces a two-cent levy. There are many others, 


and in some instances, these tax proposals have the support of cer- 


one of the leaders in the fight for soft drink tax 
repeal in Pennsylvania, emphasizes, from bitter experience, that 
“nothing justifies a soft drink tax.’’ He admits that such a levy will 
which is the misconceived goal of 
the pro-tax bottlers. But he points out, sharply, that a beverage tax 








of 40 to 45 per cent. One large com- 
pany reported a sales increase of 
60 per cent 

Great was the joy in the industry 


» 


in Canada. But on September 25, 


1950, just a year and a half after 
the tax was removed, the industry 
woke up to find that as a war-time 
measure Canada had restored the 
soft drink tax in slightly different 
form at a higher rate. There is a 
new 30°, excise tax on soft drinks 
in the Dominion of Canada after 
one and one-half years of reprieve 

At the end of the first year of the 
Pennsylvania tax, our association 
made a survey of the approximately 
500 bottling plants in Pennsylvania. 
We sent a man around the State and 
obtained nearly 500 statements over 
the signatures of the owners. Ten 
per cent reported increases in sales, 
but those increases were 25% less 
than the increases enjoyed by com- 
parable plants in adjacent states, 
where there is no tax. Ninety per- 
cent of the State’s bottlers reported 
that they had suffered 


averaging 25° compared with pre- 


decreases 


tax sales 

Don’t forget that the tax went on 
just when sugar rationing ended 
and when we expected our sales to 
increase almost automatically. Loss 
of sales was by no means the only 
adverse result of the tax. The tax 
tied up the bottlers’ capital. They 
had to put out a cent on every 12- 
ounce or smaller bottle before they 
could buy crowns. 


After a while the larger bottlers 
could get bonds to guarantee pay- 
ment of the tax, but many of the 
smaller bottlers couldn't qualify for 
bonds and had to keep on paying 
their tax pennies in advance. Lit- 
erally scores of smaller bottlers 
found themselves hanging on by 
their finger-tips. Many still are. And 
their only hope is that they can get 
back on their feet after the tax is 
removed. Quite a number went out 
of business. The large plants in 
Pennsylvania, almost to a man, 
fought the tax hammer and tongs 
although they knew that the tax 
meant the elimination of a lot of 


small competitors 
Court Tests Failed 


Soon after the tax went into ef- 
fect the bottlers of Pennsylvania 
decided to test its constitutionality 
in the courts. After three years, we 
have gotten no place. We still do not 
have a final decision on the consti- 
tutionality of the tax. 

Differences of opinion between 
the bottlers and our Department of 
Revenue, which collects the tax, 
have resulted in literally scores of 
other court cases, all of which cost 
money. And no final decisions have 
been arrived at in these minor 
suits, either. The cost of legal suits 
is part of the price of unprepared- 
ness. 


When Duff 
mended a soft drink tax in his 


Governor recom- 
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back in 1947, the 
bottlers were really unprepared. The 
House of 
Representatives before anyone real 
When the 


Senate, we 


budget message 


tax went through the 
ized what had happened 
bill vot to the organ 
ized a great demonstration, had a 
attended DY hun 


public hearing 


bottlers and their em 


dreds of 


plover s but to no avail 


In 1949, we put up a much better 
In the intervening two years, 
sufficient 


by hard work, we had 


pledges in the House and Senate to 
prevent reenactment. I shall not go 
into the details of the fight, except 
to say that we had it licked on half 
But bluff, gruff 


i dozen occasions 


rnor Duff was too tough for 


In Pennsylvania, the chief execu 
tive has the power, if he wishes to 
exert it, to stop road building pro 
yrams, cut hospital appropriations, 
fire state employees right and left 
Threats to exert that power were 
ised to line up votes for the tax 
Even so, only the detection ta 


handful of Pittsburgh Democrats 
to support us made reenactment ot 
the tax possible. But the battle of 
session of 1949, I can assure 
Pennsylvank 


yo down in 


is one of “blood, sweat 


smoke cleared away, we 

» keep up the fight. Some 
didn’t feel licked. We had 

kept our fight in the newspapers fo) 
weeks. We had drummed up a tre 
mendous amount of public support 


anv pledges that never 


this legisla 
| 


{ 
ool 


primary 


bump 


so 
imberland County 
oss the Susquenal 
Harrisburg, the membe? 
ot Repre sentatives had 
soft drink tax despite 
to our Secretary, 
Up bottler 
would vote against it. Afte? 


much consideration, it Was decided 
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that Stoner should run against him 
for the Republican nomination in 
this predominately Republican 
county 

Mr Stoner’s 


bottler friends 


pitched in and helped. They paid 
for ads in the Harrisburg and Cum- 
berland county papers, reproducing 
his opponent's broken pledge They 
got out direct mail. They plastered 
retail outlets with signs urging peo- 
ple to vote for Stoner. 

More important, they called meet- 
ings of their employees and urged 
register and get their 
They asked all 


driver-salesmen to work hard to get 


them to 


friends registered 


the retailers and their families reg- 
istered. Stoner won the Republican 
nomination handily and was elected 
by a large majority. In fact, he led 
the ticket 
Driver-salesmen are much inter- 
ested in our Pennsylvania soft 
drink tax—-whether they are union 
members or not. In this connection, 
as a result of the intense activity 
of the 


s¥lvania 


Teamsters’ Union, the Penn- 
Labor at 
Philadelphia 


making the 


Federation of 
their convention in 
adopted a resolution, 
elimination of the soft drink tax 
one of the planks in their legisla 
tive program 


drink 


one of the most 


Yes, Pennsylvania's soft 
taxX Is a Vicious tax 
vicious I’ve ever come in contact 
with—anyway you look at it 

Sut the old saying about an ill 
wind has its application even here 
For example, the tax and. the 
emergency it created, has aroused 
the bottlers to their responsibilities 

as citizens, as businessmen, as 
taxpayers, and as association mem 


bers “us nothing else could have 


done 


We Have Learned... 


We have learned from sad experi 


ence WHY a strong trade organiza 


is imperative these days. And 

are finally acquiring the orgar 

izational strength we should have 
had four years ago 

We have learned that operating a 

bottling business efficiently and eco 


nomically is not enough; that each 


bottling plant, no matter how small, 
is an important cog In the business 
and industrial life of the commun- 
ity, the State and nation, and that 
we must begin to take an active in- 
terest not only in trade matters but 
in the problems of all business. 

We have learned that no line can 
be drawn where business interests 
and social and civic interests begin; 
that we are not merely soft drink 
bottlers but substantial members of 
the community, with definite re- 
sponsibilities to it 

We have learned that we are not 
merely selling soft drinks to the re- 
tailers to sell to the consumer, but 
are engaged in a mutually advan- 
tageous partnership WITH the re- 
tailer, and we have begun to show 
the retailer why that is so 

We have learned that we were 
derelict in “selling” the free enter- 
prise system in general and the soft 
drink business in particular, to our 
employees, and we have done some- 
thing about it 

We've taken bitter medicine in 
Pennsylvania for the short-comings 
of the past We hope that our ex- 
perience will have shown soft drink 
bottlers in other states the way to a 
less bitter and less expensive cure 

In conclusion, let me say that we 
in Pennsylvania are very much dis- 
West 


certain 


turbed about reports from 


Texas and 
other states to the effect that a few 


Virginia and 


bottlers advocate the imposition of 
a soft drink tax on the theory that 
the tax breaks the five cent price 
and eliminates the advantage held 


by certain large volume bottlers 


who have been able to hold the price 

my humble opinion, nothing 
fies advocating a soft drink tax 
hope to pros 


No manufacturer can 


per if he carries the burden of a 
special, discriminatory sales tax ot 
between 25 at 


\s I said before, 


is only one of the sad results of the 


loss of volume 
tax. One of the most annoying is 
that just as soon as you get the tax, 
you will find your plant overrun by 
We have 


enough government in our business 


yovernment agents 


now without asking for more 
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Prices, Deposits, Taxes Get 
“Airing” At Texas Convention 


sittin LY the full 


current, 


gamut otf 


important trade subjects 
received “a going over” at the 48th 
Texas 


annual conventior of the 


State Bottlers’ Association at Dal 


las, Feb. 26-27. Special attention, 
however, was given to the topics of 
prices and deposits, taxation and 
legislation 

Dramatic talks on the price prob 
lem were made by Thomas Mans- 
field, Newark, New 
represented the A.B.C.B., 
Fooks, 


Jersey, who 
and B. T 
president of the Grapette 


Arkansas. The 


subject of discriminatory tax legis 


Company, Camden, 


lation was fully developed by S. N 
Johnson, chairman of the Texas 
association's legislative committee, 


and John 


counsel for the 


R. Hood, public relations 
Pennsylvania Bot 
tlers Association, who covered it 
te’s problems in re 


tate’s three 


the 


maximum price 
is being cor 
lasized that ru 


sidered, 


mors should regarded as 
icts until officially confirmed 


Mr. Fooks, head of ar 


company, pointed to the 


important 
trancnise 

tial increases in all comm 
odities and services used by bottlers 


“us evident f the insecurity of 


old prices for soft drinks 


lieve’, he said, “that eventually 
soft drinks will sell at higher prices 
They must, if we are to successful- 
ly develop our potential for sales 
We can, if we do things properly, 
bring the per capita consumption 
up to 300 bottles a year.” 

Other convention speakers were 
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“in addition, enjoyed 


Rilez W. Doe, 
Safeway Stores, Oakland, Califor- 
nia; E. C. McFadden, safety en- 


vice-president of 


gineer for the Texas Employers 


Casualty Company, Dallas; and 


Charles Gaines, vice-president of 
the Great National Life Insurance 
Company, Dallas 

Socially, the Texas bottlers, the 
many supplymen and out-of-state 
visitors had plenty to occupy them 
In specially chartered buses, thes 
were transported to the big Dallas 
plant of the Armstrong Cork Com 
pany fora fine luncheon and Inspec 
tion of the plant, thence to the mas 
sive headquarters building of the 
Dr. Pepper Company to inspect that 
company’s modern 
syrup making and shipping, as well 
as the big bottling plant. The ladies, 
a style show 


it the Famous Neiman-Marcus De- 


facilities for 


Store. course, 


And, of 


everyone enjoyed the big annual 


partment 


banquet and its floor show. In the 
interim hours, the Texas Longhorns 
played host to the bottlers in a well 
equipped lounge, and sponsored a 
get-together 


pre-convention party 


which was attended by over 400 
persons 

In the 
officers and directors were chosen: 

President, Roy A. Hackworth, 
Wichita Falls; first vice-president 
Jack S. Mann, Marshall; 
vice-president, J. Claude 


secretary, Virgil 


elections, the following 


second 
Smith, 
Brow nwood ’ 
Music, 


McDaniel, Abilene; and sergeant 


San Angelo; treasurer, R. A 


at-arms, Bubba Cowser, Center 
Directors—H. M. Shirley, Child 

ress; Carl McNamara, Dallas; Clit 

ton C 


Carter, Bryan; and J. H 
Lufkin 


Callaway, 





OREGON OFFICERS ELECTED AT CONVENTION 


Three top officials of the Oregon Bottlers of Carbonated Beverages, 
elected at the association's annual meeting in Portland, Feb. 9-10, are 
pictured above. Left to right: Deral Jones, Dr. Pepper Bottling Co., Salem, 
president; Henry Kahrs, Coca-Cola Bottling Co., Portland, vice-president: 
and Gerald L. (Spec) Murray, Seven-Up Bottling Co., Eugene, secretary- 


treasurer. 








Price-Deposit Panel Sparks 
Kentucky Convention 


KENTUCKY OFFICERS 
Left to right—Fred Welch 


secretary-treasurer: J. 


R. Kerbow. third vice 


president; C. A. Thomas, second vice-president: H. G. Bell. first vice-presi 


dent. 





, - ind prices--these were 


the only two subjects ol 


major im 


thirty-ninth 


port discussed at the 


innual convention of the Kentucky 


Bottlers Association at Louis 
Febr Mary 22 and 23 


ntire meeting, in tact, Was 


informal, open forum 


lv complicated price and 


tuations under the ‘freeze’ 
26. Members of the 
Pete Thomas, 
Bottling Co., Hopkins 
Edward Wag 


Wagner's Sons Co., Cir 


anel were bottlers 


Pepsi-Cola 
ville Kentucky, and 
wW.7 

. Ohio, and N 


ttional Bottler 


editor, M 


miaunayinyg 
Becker 
Mr. Thomas, leading off the de 


posit discussion with the quotation 


that “tradition is the enemy of 


agreed that traditional 


business” 


and deposits have had a 


prices 
marked effect on the growth of the 


industry. The failure of many bot 


tlers to adjust their price and de- 


structures to changing eco- 


posit 


nomic conditions makes their posi- 


untenable, he maintained 


tions 


“Either we must recognize our 


“or die of 
bottle de- 


problems,” he declared, 


strangulation from a 2¢ 
posit and 2 to 12¢ case deposit.” 

N. B. G. editor M. J. Becker dis- 
cussed the price freeze’s effect on 


34 


lution” sought in 
break retail prices 
criminatory tax on 
example, he 
bottlers into the 
ating 
peting 


“You 
fire with a thing like this,” he 


mounting tide ot price in 


ases, reviewed the price picture 


+ 


nation-wide and condemned the “so 


some states to 
the spec ial dis 
soft drinks 

Referring to Pennsylvania as an 
that 


pointed out such 


taxes hurt sales markedly, put the 


position of tax 


collectors and multiply their oper- 


problems, while failing to 


change the relative position of com 


brands on the retail market 


from the fat into the 


jump 


said, 


“and merely prove that as business- 
men, you are failing to measure up 
to your responsibilities and prob- 
lems.” 

Mr Wagner, 
the A.B.C.B., 


tional association's new slide sound 


who represented 


also showed the na- 
film on the diverse functions of the 


national organization and_ their 
carefully-planned effects 
New 


the close of the 


officers were re-elected at 

business sessions 

They are: 
President, S. H 


Cola Bottling Co., 


Van Ness, 
Middleboro : 


dent, Guthrie Bell, Grap- 


Coca- 
first 
vice-pres 
Paris; second 
7-Up 
Bottling Co. (Pepsi-Cola), Hopkins 


ette Jottling Co., 
Vice president, C. A. Thomas, 
ville: third vice-president, J R 
Kerbow, Dr. Pepper Bottling Co., 


secretary-treasurer, 


Bottling 


Columbia, and 
Fred Welch, 


Co., Louisville 


Pepsi-Cola 


At the convention, Kentuc ky sup- 
announced formation of 
the Kentucky Bottlers’ 
Club. They elected Bob 
Owens-Illinois Glass Co., 
J. G. Pure Carbonic 
vice-president; Dick 
Cork Co., 


plymen 
Boosters 
Williams, 
president; 
Kichenbrod, 
Corp., 
bell, 


taury-treasurer 


Camp 


Armstrong secre- 





HEAD MISSISSIPPI BOTTLERS ASSOCIATION 


Officers and directors of the Mississippi Bottlers of Carbonated Bever- 
ages. elected at the association's recent annual meeting. are shown 
above. Left to right: Bill Caulfield. Jackson: Tom Flowers, Greenwood: 
Ed King. Columbus, secretary: Walter May. Meridian, president; Sam 
Alman, Gulfport; Homer Sledge, Cleveland: Fred Logan, Hattiesburg: Zed 


Hawkins, Meridian; and H. E. Holmes, 


Hazard, of Columbus, is not pictured. 


Kosciusko. Vice-president George 
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Trade Problems Aired 
At Indiana Convention 


7 weressep with the need for a 
much stronger association under to- 
day’s conditions, delegates to the 
39th annual convention of the In- 
diana State Bottlers Association at 
Indianapolis, February 19 and 20, 
instructed the new officers and 
board members to explore the pos- 
sibility of employing a full time 
secretary. This will require a com- 
plete overhauling of the dues sched- 
ule, as well. But the bottlers agreed 
with James Yuncker, Indianapolis 
Coca-Cola bottler, who bluntly said, 
during an open forum, that it was 
unfair and impractical to expect 
one or two men in the state to do 
all the work and bear most of the 
tariff of association work. 

The two business sessions of the 
association, ably conducted by T. M 
Shircliff, president, brought forth 
speeches and discussions on trade 
questions like prices and deposits, 
liability insurance, quality and 
sanitary production of soft drinks, 
improvement of route selling prac 
tices, and taxation 

Edwin F. Wagner, A.B.C.B 
board member, and N.B.G.’s man- 
Becker, both 


discussed trade questions, particu- 


aging editor, M. J 
larly prices and deposits. Mr. Wag- 


ner advanced the premise that price 


increases are an individual prob- 


INDUCTED BY INDIANA 


lem, and Mr. Becker reviewed the 
entire question in the light of the 
Mary 
Lou Marlay, secretary of the Ohio 


price freeze of January 26 


association, a visitor, told the con- 
vention her first hand observations 
of the benefits of having a full time 
secretary and crystallized the ideas 
of the Indiana bottlers. 

John V. Barnette, research direc- 
tor for the Indiana State Chamber 
of Commerce, reported on the com- 
plete state tax program, pinpoint- 
ing the several attempts to give the 
cities and towns taxing authority of 
their own. Taxes, of the special dis- 
criminating type, were also dis- 
cussed by Mr. Wagner and N.B.G. 
editor M. J. Becker. 

G. R. Fitzgerald, sales director 
for B-1 
Louis, Missouri, discussed the fac- 


Beverage Company, St. 
tors which help secure dealer co- 
operation on beverage sales, his 
presentation being visualized by 
large charts which illustrated the 
importance of route salesmen 
George N. Lewis, chief counsel 
of the Travelers Insurance Com- 
pany, spoke of the benefits of com- 
prehensive liability insurance; T. E. 
Sullivan, director of the beverage 
division, Indiana Board of Health, 
described how quality beverages en- 


gender new sales volume; and Clay- 


Retiring Indiana association president T. M. Shircliff. center, poses with 
new president Harris J. Berg, left. and secretary Joe L. Cummins, right. 
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ton Rand, Mississippi editor and 
philosopher, delivered another of 
his famous satirical and humorous 
analysis of politics and government. 

Elected, on a single ballot, were 
the following officers and board 
members: 

President, Harris J. Berg, Berg 
Bottling Co., Fort 
president, Ben Domont, Pepsi-Cola 
Bottling Co., 


tary-treasurer, Joe Cummins, Coca- 


Wayne; vice- 


Indianapolis; secre- 
Cola Bottling Co., Columbus. 
Directors: Tom Frank, Coca-Cola 
Bottling Co., Anderson; Ed. Hig- 
gins, Pepsi-Cola Bottling Co., East 
Chicago; Ray Kersting, Kersting 
Bottling Co., Evansville; D. Jones, 


Nehi Bottling Co., Richmond 


Wooden Box Makers Elect 
New Officers At Meeting 


H. H. Pein, of Pein Box Company 
Oregon Ltd., Portland, and Tygh 
Valley Lumber Co., Tygh Valley, 
Ore., was elected president of the 
National Wooden Box Association 
at the recent annual meeting of the 
group in Chicago. 

Officers reelected were first vice- 
president D. A. McNeill, Jr., Me- 
Neill Lauff and McNeill, Thomson, 
Georgia; executive vice-president 
C. D. Hudson, Washington, D. C.; 
and treasurer P. John Galbraith, 
John Galbraith, Philadelphia, Penn 

Newly elected were second vice- 
president Morris Milbank of Rogue 
River Lumber Company, Grants 
Pass, Oregon, and third vice-presi- 
dent Robert F. Miles of Rathborne, 
Hair and Ridway Box Company, 
Chicago 

The following men were elected 
members of the executive commit 
tee: J. K. Cozier, Cleveland, Ohio; 
D. A. MeNeill, Jr., 
J. D. Bronson, 
Company, Yakima, Wash.; .H. S 
Dunning, J. H. Dunning Corpora- 
tion, New York, N. Y.; J. C. Ander- 
son, Gideon-Anderson Lumber Com- 
H. Strauss, 


Thomson, Ga.; 


Cascade Lumber 


pany, Gideon, Mo.; C 
Ironbound Box Company, Hillside, 
N.J.; W. B. Wood, Mancuso Barrel 
& Box Company, Kenner, La.; and 
P. V. Burke, Sacramento Box and 
Lumber Company, Sacramento, 
Calif. 
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MARKUP AND PROFIT IN THE SOFT 
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Phone, wire or write 

ALFRED Y. MORGAN, President 

White Rock Corporation 

One Park Avenue New York 16, N. Y. 
Telephone: MUrray Hill 4-3210 


Move ahead with 
White Rock in 1951 
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Montana Bottlers Hit 
“Price Concessions” 


erages went on record 
“definitely opposing 
parent companys 

ial price conces 
al or national 


such conces 


ious markets.” 
action was taken at the 3lst 
1ual convention of the associa 
16-17 in Missoula 


Twenty-four of Montana’s 36 bot 


on, February 


tling plants were represented at the 

meeting 
Another highlight of the meet 

ing was a floor poll on current price 

ind deposit schedules in Montana 
Or deposits, the revealed 

that 28 bottled soft drink products 

9 


had a $1.00 deposit, 2 products had 


an Sin deposit and sevel a Hi 
deposit 

On prices, the poll showed that 
only two bottled soft drinks prod 


icts were being wholesaled at &0« 


Nineteen produc ts were 


per Case 


being wholesaled at $1.20, 11 at 
$1.00, 3 at $1.10, and 5 at 91% 
Principal speakers at the meet 
ing were W. J 
dent of the Mission Dry Corp., Los 
Angeles; Mansfield, 
\.B.C.B. executive board member 
from Newark, N.J.; E. M. Andrew, 
Director of Food and Drug Depart- 
ment, State Board of Health; and 
Edward B Professor of 


Journalism at Montana State Uni- 


Kuehn, vice-presi- 


Thomas S 


Dugan, 


versity 

The latter speaker urged bottlers 
not to become so engrossed in pro- 
duction problems as to lose sight 
of the fact that the consumer must 
be cultivated through advertising 
He told the convention that millions 
of Americans have moved to new 
locales in recent vears, and said 
that bottlers must sustain adve) 
tising to hold up sales as old cus 
tomers move 


away and new ones 


move 1n 


MONTANA ASSOCIATION “MANAGEMENT” 


Guidance of the Montana Bottlers of Carbonated Beverages will be in 
the hands of these men, elected at the association's recent convention. 
Seated, left to right: Matt Smartt. Butte. new president: A. T. (Sandy) 
Foulkes, Livingston, new vice-president; W. W. Cassel. Havre. re-elected 
secretary, and Robert F. Jorgensen, Great Falls, re-elected treasurer. 
Standing: Mike D. Demich, Red Lodge. and Leonard G. Zipperian, Mis- 
soula, new two-year directors; Phil Harrington, Butte, holdover director; 
Donald Wheat, Dillon. past president, and James L. Wade, Roundup, 


holdover director. 





W. T. Candler, Jr. 

Walter T. Candler, Jr., 45, grand- 
son of Coca-Cola magnate Asa G. 
Candler, was burned to death in the 
Kissimmee, Florida ranch home of 
William Candler, a cousin, whom 
he was visiting, February 11. 

Survivors include the 
Mr. and Mrs. Walter T. 
Sr., of Atlanta, Ga.; 
G. Candler, IV, and three sisters 


parents, 
Candler, 
a brother, Asa 


B. B. Barnes 


B. Barnes, 47, founder and 
owner of the Barq’s Bottling Com- 
pany of Dallas, Texas, died Febru- 


ary 13th 


L. (. Stearns 


Lewis C. Stearns, 71, president 
and general manager of the Seven- 


Minot, 
Dakota, died Jan. 29, in 


Up Bottling Company of 
North 
Minot 


Floyd Judd 


Fleyd Judd, manager of the Coca- 
Cola Bottling Company of Camden, 
Ark., died January 8. He had been 
in ill health for the past few years, 


+ 


but continued management of the 


} 


until the time of his 


uUsIness up 


death 


John A. 


John A. Hubsmith, 47, 
to the president of Van Ameringen- 
Haebler, Inc. New York City, died 
February 11th. Mr. Hubsmith han- 
dled many top administrative duties 
for the 


Hubsmith 


assistant 


company. Among other 


activities, he served as_ liaison 


between Van Ameringen-Haebler, 
S.A.R‘L., France, and the parent 


company 


William Grimshaw 


William Grimshaw, 62, an Execu- 
tive Vice President of the Continen- 
tal Box Company, a subsidiary of 
the General Box Company, died 
January 25. Mr. Grimshaw was an 
old-time figure in the wooden box 
business. For years he was presi- 
dent of the Republic Box Company 
before it became a part of the Gen- 
eral Box Company 
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FASTER FLOW... 
WITH LESS. FRICTION 


because Armstrong’s Hi-Speed 
Crowns have no burr 


on the underside 


How can Armstrong's Hi-Speed Crowns flow faster 
vet with far less friction than you get with 

ordinary crowns? Hi-Speed Crowns have no burr on 
the underside 

rhis exclusive construction is proving practical 
for other reasons, too. It minimizes the number 
of hang-ups in crowner chutes—the amount of dust 
in crowning machines. With the burr removed 
these crowns are less scratched and marred in 
handling, in transit, and in crowners. 

We'd like vou to see for yourself how you can 
benefit from the prac tical features of these crowns 
They are available in any quantity . . . and they 
cost no more than ordinary crowns. You can 
get complete details by writing to Arm- 
strong Cork Company, Glass and 
Closure Division, 6303 Prince 


St., Lancaster, Pennsylvania. 


© 


THERE'S A SOURCE OF SUPPLY 
NEAR YOU 


WEST COAST REPRESENTATIVE: JOHN MULHERN CO 
175 13TH ST SAN FRANCISCO 3, CALIF 

3236 UNION PACIFIC AVE LOS ANGELES 23, CALIF. 
116 STH AVE. NORTH, SEATTLE 9. WASH. 


ARMSTRONG’S CROWNS 
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SEALED-IN FLAVOR 


right from California's sunny groves... 


J 
BOTTLERS ORANG 


°ODA WATER BAS 


Bottle profitabl) what the consumer Always sold in cans to seal in the 
wants to buy—America’s favorite flavor until you use them. 
orange and lemon drinks, made 


with Exchange fruit juice bases. 


CALIFORNIA Exciaage 


FRUIT GROWERS EXCHANGE 


Products Department, Ontario, California fe) 7 y LERS 


400 West Madison Street, Chicago 6, Illinois 
99 Hudson Street, New York 13, N.Y. J U I Cc ES 


National Bottlers’ Gazette 





(ee 


Top Quality 

Bright Name 

Better Flavor 

Sparkling Bottle 

Effective Promotion 

Top Consumer Acceptance 


peat XA 


A Golden 


Franchise 
Opportunity! 











IT’S A SURE THING... 


é Better ir acs 
The Fete tt Sel 


How to make a good flavor TASTE BETTER 


Sure—it tastes better. Sure—it gets the play with con- 
sumers. Bottlers have proved that Merck Citric Acid 
brings out the flavor of a good beverage—makes a good 
flavor taste better. 


Other Merck Products 
for the Bottler: 


Lactic Acid Mineral Salts 
Phosphoric Acid Sodium Benzoate 
Sodium Citrate 
Tartaric Acid 





NIERCK & CO., INC. 
Manufac turing Chemists 


RAHWAY, NEW JERSEY 


New York, N.Y. - P phia, Pa. - St. Louis, Mo. 
Chicago, Ill. - Elkton, Va. - Danville, Pa. 
Los Angeles, Calif. 
In Canada: MERCK & CO. Limited 
Montreal - Toronto - Valleyfield 
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method by far for cooling and carbonating _ that’s why 
hundreds of leading botting plants through- are made ina ¢ 
d Carbo- Coolers. of fillers. A request will bring 
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out the world have ordered, and reordere 


MOJONNIER BROS. CO. 
4601 WEST OHIO STREET 


CHICAGO 44, ILLINOIS 
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O BE PRECISE, Hutchinson crowns start 


out as a chunk of ore in the Mesabi range. 


It becomes a sheet of steel, a special kind of steel 
with just the proper temper to work on your high 
speed bottling line yet be trusted to seal your bottle 


contents. | 


This particular sheet of steel must be trimmed 
and squared to three thousandths of an inch ac- 
curacy . to insure color printing in as many as 4 


colors... with hairline register. 


It must be sized on one side to provide a receptive 
surface for color printing. It must be carefully 
lithographed (often in several colors) with just the 
right sort of inks. It must be lacquered on the 


under side that goes next to your bottle. 





Then this sheet of steel goes into a baking oven 
and emerges ready to do its final job on your bever- 
age... able to endure under icing, transportation, 
possible rough handling ... to endure even “in-the- 


bottle” pasteurizing or steam pressure sterilization. 


Eventually it is stamped into crown shells. Each 
shell is fitted with its cork disc and possibly a 
“spot”. Crowns are counted by a robot counter 
which puts exactly 7200 into a shipping carton 


... ready to go its way to your bottling line. 


These brief sentences outline a long process... 
a process which must be at high speed to produce 
crowns at low cost... and with painstaking accu- 
racy to insure trouble-free movement on your 


bottling lines. 


HUTCHINSON CROWNS 


e 


W. H. HUTCHINSON & SON, INC. 


1031 NORTH CICERO AVE., CHICAGO 51, ILLINOIS 
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LETTER OF 


THE MONTH_- 


and Service Pay on 








a Ge SOTTLING COMPANY 


January 9, 1951 


Mr. A. W. Noling 
Hurty Feck Co. 
Indianapolis, Ind. 


Dear Mr. Noling; 


Last week your Mr. Newton McClelland’ 
visited us along with Dick Conners.** 


We have been constantly using Conners to check our 
beverages with his traveling lab on each of his 
visits to our plant. He checks each against our 
Standards for brix, flavor, gas, fill, etc. and then 
gives me a report. We are sure that we have improved 
our ovottling by nis good work. We wish the proced- 
ure continued. 


Mr. McClelland's work was also very helpful. He 
brought to our attention some important sugfrestions 
On syrup making and plant sanitation that we already 
knew but had failed to properly carry out. 


I just want you to know that when you sign the boys 
expense checks the money is more than well spent. 


With kindest regards, 


Yours truly, 





Technicol Director, Hurty-Peck &c 
°. 


** 
Territorial Representative 
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HURTY-PECK 


akers of Quality 
S 7, IND, 


& COMPANY 


“Superb” Flavors 
SANTA ANA, CALIF, 


M 
INDIANAPOL| 


45 





YOU. 
Should Bottle 





For a great franchise, write us today! D 0 L Ke LE 
THE DOUBLE-COLA COMPANY 
CHATTANOOGA e 8 @ TENNESSEE Cc 0 LA 
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The “SIGN OF SUCCESS” sells day and night 
at less cost per reader than ordinary signs 





SPECTACULAR AT NIGHT... brilliant in INEXPENSIVE, TOO! No costly illumination or 
daylight. Roadside bulletins and _ place-of-pur- maintenance . . . car headlights kindle these signs 
chase signs made with “‘SCOTCHLITE”’ Reflective into a mass of glowing color. Motorists begin 
Sheeting put on an exciting display of vivid color watching your board as far as half a mile away! 
for every motorist on the road. These sparkling Want more details on what the “SIGN OF 
new signs get attention every time. . . present SUCCESS” can do for you? See your local sign 
your selling message with a 24-hour-a-day plant or write today to Dept. NG31, Minnesota 
IMPACT no other signs can match. Mining & Mfg. Co., St. Paul 6, Minn. 


: "SCOTCHLITE” a eet 
TYPE Non-illuminated IMluminated ued Hatin IT 


Cost Per Month $10 $20 $13 The ScoTcHL 


peand 


Visibility Pm Re. rg eis by ” Be ae ie sai SIGN of REFLECTIVE 
Exposed Circulation 137,500 196,500 213,500 SUCCESS SHEETING 


Per Month 


Cost Per M 7¢ 10¢ 6‘ 
THE SUCCESSFUL MEDIUM used by successful 
gives you the largest number of lookers over businesses all over the country. 
the longest period of time at the lowest cost per looker. ; 
Made in U.S.A. by MINNESOTA MINING & MFG 
St. Paul 6, Minn ilso makers of ‘‘Scotct Brand Pres 


ensitive “Tapes, “Seotch’’ Sound Recording ‘Tay Underseal 
NIGHT AND DAY, these signs bring you more readers at lower Rubberized Coating, ‘“Safety-Walk” Non-Slip Surfs 
cost than any other sign. Roadside advertising at its best! 


\brasives 3M" Adhesives 





It’s “SCOTCHLITE” Sheeting... 
painted with transparent colors! 
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NEW LOW-COST WAY to produce colorful Roadside signs, place-of-purchase bulletins, 
reflecting signs! You simply paint or silk-screen overhead signs, wall signs, curb signs can now be 
1 wide range of transparent colors on a back- reflectorized at a fraction of the former cost, 
ground of silver ‘“‘SCOTCHLITE”’ Flat-Top Reflec- thanks to this simple new system. 

tive Sheeting. These new colors look opaque by Your local sign plant has full details, or we’ll 
day. At night they cause headlight beams to be glad to give you the whole story direct. Write 
reflect in color... put on a brilliant show for to Dept. NG31, Minnesota Mining & Mfg. Co.., 
every motorist on the road. St. Paul 5, Minn. Today! 


pat. OFF. 


the GCOTCHLITE 


grand 


SIGN of EFLECTIVE 
SUCCESS SHEETING 


USED IN ALL 48 STATES on traffic signs, adver- 
tising displays, trucks and buses, railroad box- 
cars, engines and grade crossings 
NEW SMOOTH-SURFACED reflective PICTURES, TRADEMARKS, emblems of Made 
sheeting looks and feels like baked ill kinds can be reproduced in their st 
enamel. Easy to clean and maintain original color Give your outdoor naitive ne . G, 
ideal for reflectorizing truck fleet igns new life, new vitality with full Non-Slip Surf Undes 


n USA. by MINNESOTA MINING 
Pa 6. Mir eo maker 


salesmen’s cars, maintenance vehicles color reflectorization! 





FIVE WAYS DURAGLAS 
SYNCRO-FLASH FINISH 
CAN BENEFIT YOU 


Because our products are made to carry vention, it has been constantly refined 
your products to market, we are always through Duraglas Laboratory research. 
seeking ways to make them serve you The Syncro-Flash Finish, and many 
better. Thus Owens-Illinois developed other advantages, are enjoyed by buyers 


the Syncro-Flash Finish. Since its in- of Duraglas Beverage Bottles. 


The Duraglas Syncro-Flash Finish gives you: 


Curved inner lip permitting quick 
easy passage of filling tube 


s 


th, accurate sea ea 4 
— ’ Even distribution of 


glass throughout finish 


Las Beverage Bottles Look eon 


TRADE MARE #46 US OAT OF ty 


OWENS-ILLINOIS GLASS COMPANY * TOLEDO I, OHIO © BRANCHES IN PRINCIPAL CITIES 
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Put Your Own Bottles to Work in Our 


NEW CHOCOLATE BEVERAGE 
FRANCHISE PLAN 


¢ Get started with practically no investment! 


e Buy a sterilizer as you go, out of 
income from your Chocolate Business! 


The yearly six-months “head-ache”’ slack 
season is on—October through March! 
But there’s a profitable way out for 

you ...and an ever increasing 
number of bottlers are using it 

to great advantage. Choco- 

late is the answer...choc- 


olate with the customer 
You Can 


, | of th : 
Start Bottling appeal! of the popu 


lar nationally 
known KAYO 


trade mark. 


This Popular 
Sure Profit Drink 
NOW!... 


KavQ 


THE Leader in 
Chocolate Drinks 


for over 25 Years 


CHOCOLATE PRODUCTS co. 


maw weet $S£ OTT STREET CHICAGO 10, ILLINOIS 
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ALABAMA 
Seven-Up 
of Hunts- 

ee! announced 
president of the 
nas pure hased 
Carl | 


Gibson 


ownership 


Other offi 


Schmic 
he Double 


Grdsde! 





as been named ¢ 


‘uller, head of 


partment of the Coca- 


Arkansas in 


ins Was fo 


March, 1951 


merly associated with the Coca- 


Cola plant in Searcy Magnolia 
Ice and Coca-Cola Bottling Com 
pany recently transferred ope? 
ations to a new plant building. The 

95 x 120 foot, two-story plant 
las a productive capacity of 100 


Cokes per 


minute, as compared 
with a 30-bottle-per-minute output 
in the old plant. Grady Johnston is 
manager of the operation which 
NuGrape, 


also produces Orange 


Crush and a line of flavors 


ARIZONA 

The Pe psi-Cola Bottling Co., Bis 
bee, has installed a Kol-Flo water 
ooler as a part of plant improve 


ments 


Bireley’s Bottling Com 


CASE PACKER INSTALLED 


BOTTLER 
BRIEFS 


pany has taken over operation of 
the old $120,000 Tru-Ade plant, at 
Phoenix. The new Phoenix unit is 
headed by Ben 


Orphey 


Holte, president; 
Lien, vice-president and 
and Kk J 


secretary and 


treasurer, Tingwald, 


general manager 

Mission Orange Bottling Com- 
pany of Douglas, was recently pur 
chased from H. C. 


Stevens, who is also the owner of 


Phillips by Joe 


the Mission Orange Bottling Com- 
pany at Deming, New Mexico. A 
new Mission franchise is being ar- 
ranged for Mr. Stevens |e 
Hood has purchased the Grapette 


Bottling Company, Phoenix, and 
has named Jim Hood as sales man- 


ager. Lester Ijam is plant manager 


This Standard-Knapp case packer was recently installed by the Coca 
Cola Bottling Co., New Haven, Conn. The unit is shown in operation. 








# at 


ALL STEEL BEVE 


Can Greatly Improve Your Profit Picture 
By Lowering Delivery Costs 








NEW RACK PALLET BODIES 


For Automatic Loading 
and Unloading 
Rack Pallets make a cases accessible 
where in the load without the need of 
ng N ase-on-case_ piling Ne 
rowns or damaged bc ttles 


Write For Free Illustrated Catalog 








We are proud to have so many leading beverage concerns choose 
Zephyr Bodies. Experience has shown they are the most efficient 


and economical delivery equipment you can buy. 


Zephyr Bodies are made of rust-resistant, hi-tensile steels—elec- 
trically welded for strength and durability. Their open rack, 
slider rail construction speeds loading and unloading. Their new 


hinged and sliding doors are safe and hazard-free. 


Zephyr Bodies lower delivery costs because they cost less to op- 
erate and maintain. They are 500 to 1,000 lbs. lighter in weight, 
and offer consequent savings in gas, oil, tires, repairs. Their spe- 
cialized construction assures longer life for body, chassis, cases 
and bottles. 


Consult Specialty today on your immediate needs. 


SPECIALTY ENGINEERING CO. 


ALLEGHENY & TRENTON AVES. 


PHILA. 34, PA. 
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CALIFORNIA 

The Wonder Bottling Co., Inc 
Richmond, has been taken over by 
the Ross Mercantile Co The 
Pepsi-Cola Bottling Co., Merced, 
owned by Ed Whittington, has com 
pleted a plant addition and is now 
occupying the enlarged quarters 
New equipment includes a P&R 
cooler and a P&R beverage 

The Dr. Pepper Bottling 
. Sacramento, has plans prepared 
a new building, but Government 


restrictions may delay the com 


mencement of work on this The 


Up Bottling Co., Vallejo, has 
a Heil bottle washer Pep 
o., Redding, has 

Kendall beverage 

Pepsi-Cola Bottling 

is installed a Heil 

The Nesbitt 

0. Los Angeles, has in 
Miller Hydro bottle wash 
The Coca-Cola Bottling Co., 
Maria, has added a Miller 
Leslie C. Orlandi 


a formal statement to in 


in business at 


Wille un the firm name 
of Pepsi-Cola Bottling Company of 
Watsonville Mission Orange 
Bottling Company at Redwood City, 
recently installed a new 12-spout 


machine, Harry Moretti is 


COMPAny 


CONNECTICUT 
Whit las been ap 
pointed assistant t president, 
Oswald Griggs, at the Coca-Cola 
Hartford. He will 
sales and labor re 
was formerly 
sales manager of the Pittsburgh 


Coca-Cola thing Company 


FLORIDA 
Tampa Coca-Cola Bottling Com- 
has purchased, at a cost of 
“HO,000, a tract of land as the site 
new modern plant. James 
anager of the company, 
the firm has no immediate 
for building \ lant, but 


as “looking 
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you have 


oe 


— 


BEV-FOOD Combination 6-case 
beverage cooler and 6'» cu. ft 
food refrigerator 


24-case BEV-MASTER. 


6-case BEV-COOLER. 
SIGNS * 


‘eo A EZ MANUFACTURING CORPORATION ; 
“Quality Products for Over a Quarter Century” 
1125 EAST KIBBY STREET Lima, Ohio, U.S.A. 
Please send literature and prices on: [_] Bev-Cooler [_] Bev-Food [ ] Bev-Master 
NAME___ nt ———— ennai 
FIRM___ —a ecient 
STREET 
CITY & STATE 








FLOAT SALUTES THE MARINES 


Coca-Cola Bottling Co. of Miami, Fla., used the slogan of the U. S. Ma 
rines, “Guardians of the Peace,” as the theme for its float in the recent 
Orange Bowl parade. An estimated 300.000 persons saw the two-hour 
long spectacle. 





ILLINOIS manager, for 


their products 

aware Punch, Zetz Root 

Zetz Orange from wareh« 

cated at Boyalusa, Coving 
Hammond. Mr. Jackson has beet 


nv for almost 21 


MONTANA 
Halsey Bra: 

en-l I Bott 
Mont., 


KANSAS 


Ande? 
obert Nablo 
and vi 
company. The 
acg lired a quan 


including a Liquid 12 


cooler, Western water 


Chevrolet trucks 


NEW HAMPSHIRE 
tte Beverages, Inc., Mar 
the Frostic 
Beer franchise 


New Hampshire 


Bottling  ¢ Antonio Jolicoeur 
President of Lafayette Beverages, 
Which also bottles Pepsi-Cola and 


the Kist line, plans to give a wide) 
Frostie in New 


Hampshire than was previously at 


distribution of 


tained 


NEW JERSEY 


Plans for the erection of two ad 


ional plants in New Jersey were 
recently announced by Varney 
ves, executive Vice-president of 
Pepsi-Cola Metropolitan Bottl 
Company, at Long Island City, 
The company recently com 
mstruction of a new plant 


in Jersey City 


NEW MEXICO 


Mission Orange Bottling Com 
haus been completels 
new machinery, 1 
souker, filling mach 
The operation 


Hackworth 


NEW YORK 
Nathan and Max Rogol have pun 
interests of David and 
the French 
orks, Inc., at Long Is 
Former District 


\rnold Bressler has: 


FAMILY AFFAIR 


Operation of the Hinner Bottling 
Co., Hires plant in Woodstock 
Ill., is a family affair. Owners of 
this steadily growing business 
are, left to right: Peter Hinner: 
his son, Bill Hinner: and son-in 
law Ken Saladin. Firm services 
the Chicago summer resort sec- 
tion. 
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7-UP BOTTLERS GET AD PROGRAM DETAILS 


Seven-Up’s advertising program in Puck Sunday comic pages from 
coast to coast was outlined before a group of New England Seven-Up 
develcpers at a meeting recently staged by the Seven-Up Bottling Com 
pany of Cambridge. Mass. Explaining the campaign (standing, right) is 
Rufe Pankow of the Puck organization. 





ind Washingtor 


Company, Long it has beet 


completed on the new 


lant for the Mission Orange Bot- 


NORTH CAROLINA ling Company at'Scranton. Oper 


| 


Charles Fk Johnson, vr ot ation 1s George and 


Bottlir 


whed by 
Grapette Company 
purchased the 


TENNESSEE 


E. Gregory and 


Hickory from 


Leland Gre 


e now operating the Grap 


Nashville 


ttling Company, 


* Ceeorye Key, Si 


TEXAS 


ireleyv’s Bottling Company, Con 


PENNSYLVANIA . risti, recently started oper 


att eee ' a 
Potter & Rayfield watel The plant is owned by Rich 
Wood 


recently 


Nel otthnyg Com 


Parke? Coffin is sales 
rel Grapette Bottler Bur 
vkes, of Beaumont, Tex., has 
muuinced that Dr. George S. Ben 
president of Harding College, 
cy, Ark., Is a partner in 


BALLS STRIKES OUTS HIT ERROR 
plelemelelelememe 


/213/418|6|7 819) 
io | 


VISITORS, 
GASTONIA 


ame | i wak ri has added two 
7 ee automatic Cause packers ; 
a _ ~ VIRGINIA 


Following 


i-Cola Bottling Co., Salt 


Millet 


$ oe 2 


DOUBLE-COLA SCORES 


In Gastonia, North Carolina, the 
Double-Cola Bottling Company is 
promoting its product with a huge ( anv, of 
scoreboard in the city ball park. 4 
The sign is topped by a large reorganized. Mrs 
reproduction of the Double-Cola s president and general manager: 


' 
oval trade-mark design. : 5 
William R 


ownel 
Tims, the Grapette Bottling 
Newport News, was 
Eleanor B. Tims 


Hall, secretary 
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Construction — 


WASHINGTON 
Vern 
ager of the 


Freeman, formerly mat 
Coca-Cola sottliny 
Company, Bremerton, has accepted 
manager ot 


a position as general 


the Coca-Cola Bottling Co., Yaki 


ma 
WEST VIRGINIA 
Dr. Pepper Bottling Co. of Par 


headed by C. L. Todd, 


man 


kersburg, 
vice-president and = general 


ager, has taken over the Frostic 


Root 


formerly held by the Summers Bot 


Old Fashion Beer franchise 


tling & Distributing Co. The Dr 
Pepper plant has been in operation 

1938, during which time the 
business has been built up to a 9 


Todd is plan 


Frostie on all ot 


truck operation. M1 
hing on putting 
wide and 


his trucks to insure a 


complete distribution of Frostie 


throughout his territory 


WISCONSIN 
Philip B 


the Seven-Up Bottling Company of 


Potter has taken over 
Green Bay, Wisc., and is planning 
expansion of the development. M1 
Potter purchased the business from 
the Seven-Up Bottling Company ot 
Oshkosh, Wis« 


ship, distribution 


Under his ownet 
of Seven-Up will 
be continued in the Wisconsin coun 


t 


Brown, Door, Shawano and 


les oft 


Kewaunee. Construction of a new 


bottling plant is one of the elements 


in Potter’s projected expansion 


program 


SERVICE AWARD 


Alvin Craig is shown above re 
ceiving an award in recognition 
of his five years of service with 
the Double-Cola Bottling Com 
pany of Seminole, Oklahoma 
Presenting the award ure Mr. and 
Mrs. Roy Beckwith, owners of the 
plant. 








years ahead! 


od yance in performance ent depe™ 
-o* 
\\ 


SUPERKLEEN 


Rugged as a rock .. . gentle handling that’s 


actually kind to bottles —no scratching, no 
scuffing, no abrasion, no breakage! Economical 
too—no brushes to replace, no time lost, 
minimum maintenance. Liquid is the only 
manufacturer offering optional types of washers 
— and Liquid’s customers prefer ‘‘Hydro-Jet” 

10 to 1, Get the facts — get all the facts — and 
you'll be sure to get Hydro-Jet SUPERKLEEN! 


THE LIQUID CARBONIC CORPORATION 
3100 South Kedzie Avenue ® Chicago 23, Illinois 
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if your conveyor looks like this! 


CALE—that’s the light stuff that’s building up 

onthe pockets of this bottle washer conveyor. 
And that’s the stuff whose dead weight will soon 
cripple the machine, drag down efficiency, send 
power costs up—if it isn’t removed right now. 


Here's how to do it: Just circulate recommended 
solution of Oakite Compound No. 32 through 
the machine. Watch it go to work, dissolving 
scale without any scraping or chipping on your 
part, without damaging the metal. Watch it take 
scale off spray jets, gears, chains, pins, too. And 
without the dangers that usually go with the use 
of raw commercial acids. 


See for yourself. Ask your local Oakite Technical 
Service Representative for free information on 
your bottle washer. You'll see the scale disappear 
—you'll get increased efficiency, lower power 
costs. Call the Oakite man. Or send for free 
booklet F4305 for details about quick-acting 
Oakite Compound No. 32. Write today. 

AFTER DESCALING... keep your machine 
fit by using Oakite Bottle-Soak as your 
washing material. It not only gives bright, 
film-free, clean bottles with low bug counts: 
it fights off scale by knocking hard water 


salts out of action. FREE Booklet F3900 
tells all about it. Write. 


Cleaning & 
Germicid dal 
Materials 





OAKITE PRODUCTS, INC., 20C Thames St., NEW YORK 6, N. Y. 
Technical Service Representatives in Principal Cities of U.S. & Canada 
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A good business man who doesn't like people can 
make money in the bottling business—but he won't have 
any fun! 


A smile is still the best instrument of public rela 


tions ever invented. 


After all, what is a customer—just a friend with money! 


Bottlers would be better off these daus if they did ¢ 
little more hand-shaking and a little less head-shaking 


The best way for a bottler to get his wife to take a 
more active interest in the business is to hire a pretty 
bookkeeper. 


Have you ever noticed that the bottlers who pay the 


least income taxes always moan the most? 


The best way to make a success of the bottling busi- 
ness is to keep one eye on the door and the other eye 
on the cash register. 


{ customer is a fellow who is alwaus right even 


when he’s wrong! 


| still think they should change the name from the 
income tax to the outgo tax. 


The trouble with the pay-as-you-go income tax plan 
is that after you pay it, you can't afford to go any- 


where. 


Many a bottler has spent thousands to modernize his 
plant—then greets his customers in a dirty shirt! 


When a bottling plant owner spe nds all his time tell 


ing his employees he’s the boss, it means just one 


thing: He's not so sure of it! 


A verbal pat on the back is worth more than a $5 raise 
to most employees—and it's a lot cheaper, too! 


The worker who keeps watching the clock never 


seems to know what time it is. 


A bottler who tries to keep his office in his hat these 
days usually ends up without one—a hat, that is! 
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AMERICA’S 
FASTEST-GROWING 
COLA DRINK! 








Now! Bottle Winter Profits 


An old favorite stars again! 
Popular demand growing fast! 


GINGER BEER 


97D 


Long a favored British 
drink, Ginger Beer has again 
gained public preference here in 
America. 


BEER 


Scientifically formulated 
by FLAVOREX, so that you 
may now bottle a hearty, distinc- 
tive GINGER BEER that folks 
really enjoy especially 
through Winter, when hearty 
drinks are desired. 


A great drink by itself, 
GINGER BEER is a great 
mixer in mixed drinks. And, best 
of all, you make no investment 
building Winter profits . . . be- 
cause you use your own bottles 
and stock crowns. 


BEER 


Order a trial supply plus 
stock crowns. You have no other 
capital investment to make. 
Place your order today and win 
larger Winter profits for yourself. 


MAKERS OF FINE FRUIT JUICE FLAVORS 


302 S$. CENTRAL AVE., BALTIMORE 2, MD. 
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Nelling 
Nants 


ONE of the things which drive sales managers into 

premature old age is the tendency on the part of 
salesmen to pass the buck when it comes to making de- 
cisions, 

Sometimes it is the sales manager’s fault. We all 
know the type of executive who discourages initiative 
on the part of his subordinates by insisting that all 
matters, aside from routine, be referred to him. In 
many cases, however, the failure to make decisions is 
due to mental laziness, force of habit, or a desire to 
cultivate favor by soliciting the opinions of superiors 
No set of rules, policies, or instructions can cover every 
contingency. This is particularly true when the sales- 
man is out of close touch with the home office. Cus- 
tomers may present complaints, want to return mer- 
chandise for credit, or ask for special concessions 
They usually attempt to justify such requests on the 
grounds of special circumstances 

When matters such as these come up the best course 
of action for the salesman to follow is: (1) Listen care- 
fully to all the customer has to say; (2) Verify the 
facts; (3) Make a decision and suggest a course of 
action or adjustment, subject to the approval of his 
superior 


There are many cases where a logical compromise 
does not satisfy the exacting customer. In these cases, 
the salesman must decide whether it is more sensible 
to make a concession to hold the good-will of the cus- 
tomer or to stand on his rights and lose the business. 

The important thing in the handling of all com- 
plaints is to check facts, place responsibility, and either 
make a decision on the spot or refer the matter with 
sensible recommendations to the home office. Most ex- 
ecutives realize that the man on the ground is in better 
position to judge the value of the account and the cir- 
cumstances of the case and, will usually follow his rec- 
ommendations. 

One of the main requirements of a good executive is 
to make intelligent decisions. Men who can't make up 
their minds are seldom considered good executive ma- 
terial. The best way to get ahead in business is to re- 
lieve your superiors of as much detail as possible, as- 
sume responsibility, welcome initiative, and try at all 


times to act for the best interests of your company. 
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IN CANADA 











C. B. C. B. Convention This Month 


The annual meeting of the Cana- 
Sottlers of 
held March 19, 20, 
Alexandria 


dian carbonated bey 
erages will be 
and 21 at the Royal 
Hotel in Winnipeg. The 


the convention will be 


feature of 
a panel dis- 
cussion on prices and deposits 
Tax, Bad Summer Blamed 
for Sales Drop 

\ combination of federal taxes 
reimposed in September and un- 
seasonably cold weather in the sum 
mer dealt a body-blow to the soft 
drink 1950, according 
to an official of Wm 
bottlers of soft drinks in 


industry in 
Taylor and 
Son Ltd 
Owen Sound, Ontario 


“We look for a reasonably good 


ar in 1951 unless it is necessary 
the Government to put on fur- 
r controls,” said the official 
During the year Wm. Taylor and 
Son Ltd. purchased two new trucks 
viving the firm nine large trucks 
and one panel truck in service. A 
new 1,000-gallon stainless steel sa- 
turating machine also was installed 


in the plant during 1950 
Park Manross Dies at 57 
Park Manross, 57, Vice President 


National 
died 


and General Manager of 
Dry Ltd., 
January 24th 


London, Ontario, 
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One of the leaders in the Cana 


dian carbonated beverage indus 
try, Mr. Manross also was a forme? 
Member of Parlia 
1945 and 1949 

National Dry Ltd. is the parent 


for Wishing Well Bever 


Conservative 
ment between 
company 


ages 
Supply Picture Discussed 


In a recent address, James C 


Whitmore, managing director of 
Bottlers of 


ated Beverages, delved into the out 


the Canadian Carbon 
look on supplies used by soft drink 
manufacturers. Said Mr. Whit 
more : 

“It is stated that the supply of 
gas and oil looks good, but no one 
can foretell the future in this res 
pect. Sugar, according to United 
States authorities, will not be in 
short supply for some time. Ap 
parently there has been some stock 
piling and it looks as though there 
are sufficient quantities to ensure 
an adequate supply of sugar 

“A restriction on the output of 
automobiles and trucks, is already 
taking place, and shortages can be 
expected with respect to rubber for 
domestic and truck tires. Certainly 
too, automotive parts and building 
supplies will be in short supply and 


there is no doubt that it will be per- 


haps more difficult and expensive 


to obtain some of our ingredients, 
oils, essences, ete., which this in- 


dustry uses.” 


‘Completes Successful Year 


In spite of the worst flood disas- 
ter that Winnipeg has ever encoun- 
tered, Blackwoods Beverages, Ltd., 
in that city, completed a highly sue- 
cessful year in the distribution of 
Mission 


Beverages. The increase 


in business during 1950  necessi- 
tated the installation of a 50-spout 
filler in the Winnipeg plant, re- 
filler 
was recently moved to the plant at 
Both 


in continuous operation and, if sales 


placing the 32-spout which 


Brandon. plants have been 


continue to mount, according to 
management, the chances are that 
additional capacity will be required 
both at Brandon and at Winnipeg 
Maintain Adequate Inventories 


In view of the uncertainty in the 
situation, C.B.C.B. recently 
urged Canadian bottlers to main- 


supply 


tain adequate inventories of neces- 
sary supplies. Said the association: 

“Beware of running down on 
stock. We are not suggesting for 
one second that bottlers should in 
any way hoard, but it is our res- 
ponsibility to advise members of 


the need for maintaining satisfac- 


.tory inventories in these troubled 


times 


“Such action would be prompted 


by common sense alone! Glass, 


crowns, shells, truck tires and truck 
parts, etc., 


difficulties of supply 


could well inconvenience any _ bot- 
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Vines DARE 


Tastes vary from place to place, but Orange is a strong seller 
everywhere! Particularly when your finished drink has the benefits 
of Virginia Dare Orange. We've a wide range to meet the tastes 
of your individual market—varying in character of flavor, color, 
Orange No. 12 cloud, and price—but each is Virginia Dare, which means that 
Cloudy, with color, 100% True each is the best you can buy! 
Fruit. For a finished drink that 
captures the tangy sweetness of 
the orange itself. 

















Golden Orange No. 19 Send for samples or contact your Virginia Dare Representative 


Fresh fruit orange drink, Golden 
Orange in color. Dilute | gallon 


of Orange No. 19 with 16 gallons Representatives in Principal Cities 
of 32° Beaume Simple Syrup— 


plus fruit acids and Sodium Ben- 


zoate. Makes a particularly fine 4 ph 
drink. yi 
—— 1RG! EXTRACT CO., Inc. 


ee ee Bush Terminal Building No. 10 
Brooklyn 32, New York 











March, 1951 61 





tler to a considerable extent but a Cleopatra Made First Soft Drink, 


little thought to these matters now Bottler Claims 
would be well advised 
The 


‘Inventories are important.” 


Davies, Manager of Hind’s Bever- 


New Equipment Installed 
cently. 
A new twenty-four spout high- 


speed filler with supplementary group, Mr. Davies said that 


equipment was recently installed in patra made the first known carbo- 
the plant of the Dominion Bottling nated drink by dropping a pearl in 
Works Ltd., at Edmondton, Alberta a flagon of wine. As the pearl dis- 


- i 
O= nnouncement & 
In order to meet the increasing service 
requireme nts of our customers in the 
NEW YORK TERRITORY 

5 eyes a 
NATIONAL BEJECTORSs ING. 
announces the expansion of its 
New York Branch to new and larger 
quarters conveniently located at 
39-30 61st STREET 
WOODSIDE, LONG ISLAND, N. Y. 
Telephone: ILLINOIS 8-6302 


Carrying a complete line of 
NATIONAL Coin Handling Equipment and 
Replacement Parts, with repair service 


Make an appointment for Free Service 


Instruction on any Thursday 


NATIONAL REJECTORSs INC, 


5100 SAN FRANCISCO AVE. - ST. LOUIS 15, MISSOURI 


Near vou a NATIONAL Service Center with 
factory-trained engineers ready to serve you: 


NEW YORK « CHICAGO « ST. LOUIS « LOS ANGELES 





first carbonated beverage 


was produced by Cleopatra, . 


ages, Orillia, Ontario, declared 


In an address before a local civic 


solved, it effervesced, he explained. 
Then, he commented: “It was an 


expensive drink.” 


Plant Changes Hands 


Dominion Bottling Works, Ltd. 
at Saskatoon, Saskatchewan, has 
been sold to Messrs. John A. Home- 
nick and Michael Okrusko. Both of 
these gentlemen are experienced in 
the beverage business, having oper- 
ated bottling plants in Winnipeg 
for over twenty years. They now 
have the Mission franchise for Sas- 


katoon and surrounding territory. 


Per Capita Jump 


Per capita consumption of  bot- 
tled soft drinks in Canada rose to 
120 bottles annually in 1950. 1949 
per capita has been estimated at 


117.5 bottles 


Valley Beverages Buys Plant 
J. W. Moir, president of Valley 


Beverages, Ltd., recently concluded 
irrangements with Mr Ss. ££. 
O'Brien, president of Scotia Bot- 
tlers, Yarmouth, for the purchase 

the latter plant, along with the 
Coca-Cola franchise held by the 
Yarmouth firm 

The plant of Scotia Bottlers, 
built several years ago, is one of 
the most modern in Western Nova 
Scotia, with a large turnover, and 
its acquisition by Valley Bever- 
ages Ltd., gives the local firm ex 
clusive coverage in Western Nova 


Scotia for Coca-Cola 











IT’S THE ILLUSION 


Spectacular” isn't necessarily a 
matter of light. motion, dimension 
or enormous size. Pepsi- Cola’s 
new hanger is a spectacular dis- 
play in every sense, although 
only a single plane without ani- 
mation or dimension. It’s the illu- 
sion of a gigantic bottle of Pepsi 
surging out of the surf, and out 
of the frame that does it 
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5. J. Frink 
B. J 


sident 


Frink, 61, founder and pre 
of Bob’s Cola Company, and 
Monarch Manufac- 
turing Company, Atlanta, Ga., died 


Feb. 12 after a short 


president of the 
inexpectedly 
illness 
Mr. Frink was 
Willi 
10 years after coming 
1921. He later 


Tay lor Bros 


With 


associated 


the Brown & amson Tobacco 
Company fo1 
to Atlanta in was 
issoclated with the 
Company as a_ salesman 


Frink 


Tobacco 
intil 1942. Mr 


» interests 


also had real 


wife, who is 

the forme: Mae 
Charlotte, N. C.; one 
Minnie F. Smith, of 
a brother, Lee W 

C.; his stepmother, 


Stover, of 
Mrs 
Southport, 
Frink, of 
Mrs 
daughters, Mrs 
impbell, Mrs. Hillyer 8S 
both of Atlanta; five 


grandchildren; two nephews, and 


> 
SESSI1E 


sister, 


Frink; two 
As BF & 
Smith, Jr., 
three 


nieces 


Reo kK. Van Horn 
Miss Van Horn, 
tary of Jenks, Inc. flavor 
Michi- 
Miss 
14 years 


Reo K Secre- 
Foote & 
manufacturers in Jackson, 


gan, passed away January 10 


Van Horr 


ago and had served 


joined the firm 
continuously 

had been 
than 30 


1940. 


Since tnat time She 


Credit Manager for more 


vears and became secretary In 


T. Walne 
Georve i Walne. 16, Vice 
General Box Company, 
sary 2. Al 
1uthority on 4 


-presi- 
dent of the 
outstanding 


died Jam 


ackaging and 
Walne 


1926 as 


ship- 


ping containers, Mi joined 
a member 
1946, after 
iwements, he was 


Man: 


was elected 


General Box in 


of the force. In 


sales 
SUCCESSIVE aqdval 


appointed District Sales ager, 
March 1949, he 
President. In 1950 he 


for sales in the 


Central 


and in 
\ ice- 


full responsibility 


assumed 
combined Louisville and 


Territories 


John Wynmalen 

John A. J. Wynmalen, 63 
President of Polak & Schwarz, Inc., 
24th. Mr 


. former 
Wynmalen 


died January 


March, 1951 


with Polak & 
ago in 


started his career 
Schwarz thirty-five 
Holland. Soon after his 
with Polak & Schwarz, he came to 
the United States to look after 
their 1935 became 


years 


association 


interests and in 


president of the newly established 
pranch in New York. He 
president in 1946 
the Board until his death. 


retired as 
and was Chair- 


man of 


J. Ward, Sr 
Walter J. Ward, Sr., 
presentative in Northern Ohio for 


sales re- 


Mitchell & Smith Crown Division 
of the Sheller Manufacturing Corp., 
January 21. Mr. Ward had 


been in the soft drink industry sup- 


died 


ply field for 35 years. 
john Edgar Hires 


John 
vice-president of the 


Hires, 65, retired 
Charles E. 


Hires Company, died recently at his 


Edgar 


in Coral Gables, Fla. He was 


E. Hires, founder 


home 
the son of Charles 
of the root beer company. 





Full Opening Dry 
Ice Converter in- 
stallation at the 
7-Up Bottling Co., 
St. Joseph, Mo. 


FULL OPENING DRY ICE CONVERTERS 
WILL CUT YOUR CO. GAS COSTS! 


@ GAS COSTS CUT 40% TO 60°: 
The cost of dry ice delivered to your plant 
is usually about half the cost of cylinder 
gas. The savings effected by the use of 
Full Opening" Dry Ice Converters will pay 
for their cost in a short time. 


@ HANDLING TIME ELIMINATED: 

With converters, labor cost of moving cylin- 
ders, of connecting and dis-connecting from 
manifold system is completely eliminated— 


a substantial saving! 


@ NO OPERATING COSTS: 


No refrigeration, heating, operating, or 
maintenance costs are necessary. Safe stor- 
age is not affected by power or heating 


failures 


@ For prices and illustrated folder giving 
operation and in- 


compiete 
stallation details, 
address below. 


construction, 
write Dept. 


e NO ICE BREAKING: 

Full Opening’ Converters are designed to 
handle full 50-lb. blocks of dry ice. No time 
spent in breaking ice, with consequent ice 
wastage. 


© INDEPENDENCE OF SUPPLY: 


The Full Opening Dry Ice Converter may be 
charged with either dry ice or liquid COo. 


@ SPACE SAVING: 

Converters require less space than the cylin- 
ders required to handle a comparable vol- 
ume of gas. Converters may be placed at 
any location in your plant, connecting them 
to thé regulator with high-pressure tubing 


@ EASILY CLEANED AND INSPECTED: 
“Full Opening” 
spection simple. 


feature makes regular in- 


ORY ICE 
CONVERTER CORP. 


TULSA, OKLAHOMA 


(NB) at the 


DRY ICE CONVERTER CORP. 


P. O. Box 1652 


Tulsa, Oklahoma 
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COLORFUL 
~ IMPULSE SALES MAK ~" 
flta low, low Price of Only.. 


ATTRACTIVELY DESIGNED 
TO DRAW CUSTOMERS 
GRAPE RASPBERRY STRAWBERRY LIME RDER 

LEMON ORANGE CHERRY GINGER ALE F anoe FLAVOR 


SIZE 6K 5” 


a 





ORDER TODAY! 


SPIELMAN 


COMPANY Inc. 


FACTORY & HOME OFFICE 
161-171 LEVERINGTON AVE. 
PHILA. 27, PA. IVyridge 3-6100 


NEW YORK: 505 FIFTH AVE. 
MUrray Hill 2-2813 


Dr. Swett’s Root Beer 
Adds Television 

The first Dr. Swett’s Root Beer 
television show was launched re- 
cently in San Francisco over Sta- 
tion KPIX. It is sponsored by 
Messrs. Joseph and Harold Lang, 
owners of Pioneer Beverages, Ltd., 
Oakland, 
Dr. Swett’s Root Beer for the entire 
Bay Area 


The television film was produced 


California—-bottlers of 


by Ryder & Ingram, West Coast 
advertising agency, especially for 
Pioneer Beverages, Ltd., and the 
Dr. Swett’s Root Beer parent com 


pany 


Ernest Archer 
Ernest McClelland Archer, 55, 
president of the Coca-Cola Bottling 


WISCONSIN OFFICIALS—A HAPPY LOT 

There's not a sad face in this group—the new officers and directors of the 
Wisconsin Bottlers of Carbonated Beverages. They were elected at the Companies at Jonesboro, Ark., and 
association's recent convention in Milwaukee. Seated. left to right: Harry i ; ‘ ne 

Cooke, Fond du Lac; Walter Ledger, Lake Geneva: President Val Baggott. Statesboro, Ga., died in Pine Bluff, 
Wisconsin Dells; and E. G. Jansen, Sheboygan. Standing: Secretary Ark., January 10. He was also pres- 
treasurer M. L. Hughes, Eau Claire; P. J. Kohlman, Racine: Vice-president ident of the Archer Wholesale Drug 
E. H. Smith. Waupaca: Tom Mills, Black River Falls, and retiring president Company of Little Rock which he 
Wm. Husting. Milwaukee. established in 1937 


AMERIC FINEST BEVERAGE €O0OLERS 


"“Beveo 





Above Mode/ 

C-420, Du Pont 

Dulux Baked Enamel ‘ 
Finish, Stainless Steel Top 


Rail and Slide-Type Lids, Ad- 


justable Divider Grills ‘'C’ 
Models Dry Operated. 
3 Sizes—4, 5 & 6 Ft. 
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Four sizes in each 
model...capacity 
range from 5 to 50 
cases, here is the an- 


swer for fast, low-cost, 
trouble-free cooling... 
Write for literature 
and complete details, 


wie BEVCO Company, Tne. 


3316—28 S. Broadway « St. Louis 18, Mo. 


bove 

Model DB-21, 

Adjustable Divider Grits, 
with No. 282C Single-S out Water 
Equipment ''DB'' Models . . . Ory 
Counter-Type. 4 Sizes—4, 6, 8 
and 10 Ft 


CHOICE OF THE TRADE IS THE “BEVCO=-MAID” 
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HOUSTON COCA-COLA BOTTLING CO., Houston Texas 
use FOUR 300 bottle-per-minute MEYER DUMORE Units; 
4 — MEYER DUMORE Bottle Cleaners, 4 — MEYER 
DUMORE Fillers and MEYER Syn-Cro-Mix units. 


MEYER DUMORE Bottling Units are profitable because they reduce 
overhead by saving while increasing production. 

e Embodying the Meyer Method of water-flooded brush scrubbing 
each bottle, inside and outside, MEYER DUMORE Bottle Cleaners 
guarantee a uniform delivery of clean, sparkling bottles. 

e MEYER DUMORE SYN-CRO-MIX Filling System through a 
simple, very accurate control system proportions the ingredients of 
syrup and water constantly the same, mixing them uniformly for 
the finished product. 


e Handling various flavors including pulp drinks with minimum 
change-over time. 


In every field of endeavor ONE NAME stands out — in Bottling 
Equipment it is MEYER DUMORE Bottle Cleaners and MEYER DUMORE 
Syn-Cro-Mix Units. Write for Bulletin. 


GEO. J. MEYER MANUFACTURING CO. 
CUDAHY, WISCONSIN, U.S.A. 





Bilingual Quebec 
agrees on Coca-Cola 


In Quebec, some say “Have a Coke” 

and some say “‘Prenez un Coca-Cola.”’ Both 
are friendly invitations to pause and be 
refreshed. Throughout the empire to the 
north, Coca-Cola is a popular favorite 
summer and winter. But then Coca-Cola 

is favored everywhere by those who agree 
that thirst knows no season... that 
refreshment is welcome around the clock 
and around the calendar. 


a 


Qe: a . 
mp Ms 


\3 
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Reed applied color lettering brings your product into 


SHARP 
FOCUS 


at Customer 


POINT-OF-PURCHASE 


With more and more retail emphasis on 
“self-service,” a sharp, eye-catching label 
is one of your most vital sales tools. 
Reed’s Applied Color Lettering process 
fuses your label right into the glass itself 

. where it always remains bright and 
clear, through continuous washing and 
handling. Reed A-C-L bottles are also 
economical .. . tempered under extreme 
heat for extra durability and long life. 
Write today for full details. 


REED GLASS CO., INC., ROCHESTER 11, N.Y. 
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THESE 2 FRUIT FLAVORS MEAN BUSINESS 


Salient. leader and originator of Nifty Black Cherry and Nifty Black 
Raspberry. now proudly presents a greater development — greatly im- 
proved Black Raspberry and Black Cherry real fruit flavors. 








Under a new and improved process. These flavors are 
richer, finer and fruitier because they have more 
flavor to give. 


You owe it to your business to investigate these two 
remarkable fruit flavors. Write today! 


BLACK RASPBERRY BLACK CHERRY 


Ll oz. 1 oz. 











SALIENT FLAVORING CORP. Sixvone 2°" 

















“Filpace Products 
for your 4 BULK 


Syrup Room 
RMALLWARES 0 Mall %/ BOTTLENECK 


Batch Cans, Stock Pots, 
Funnels—seamed and seam- 
less, Pails — seamed and 
seamless, Measures. 

Syrup Room Glassware: 


. 

Hydrometers, Hydrometer thon roubles TOTE SYSTEM INC 

Jars, Graduates, Funnels, : : ', wil Tum Yow th ower TO P ' 

Beakers. : a 

~ TOTE System is the practical, economical and effi- 

» y % — cient answer to almost all bulk materials handling 

shipping and storage problems Aluminum, 74 cu. ft 

- TOTE* BINS, together with filling and discharging 

’ { * equipment, comprise the TOTE System. Eliminate 

contamination, deterioration, infestation, product 

loss through spilling, breakage and sifting, retain 
original product quality with TOTE! 





Other ‘‘Filpaco'’ Products 
for the Beverage Plant: Fil- 
ter Presses, Water Polisher, 
Stainless Steel Tonks, Trans- 


Write for detailed information today! Dept. A 
fer Pumps, Conveyors 


TOTE SYSTEM ING. scntceveotisn 





*Registered | 


FILPACO INDUSTRIES 
The FILTER PAPER CO. 


2414 S. Michigan Ave., Chicago 16, Ill. 
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"Type F’ Full Bottle 
Inspection Light 


— 


a 


2 


¢ 


Surpasses All Present Day Methods Check 


ELIMINATES ALL GLARE: The perfect light for full THESE ADVANTAGES 
bottle inspection. Bottle-shaped cut-out shields which / ELIMINATES ALL 
travel with the bottles permit the use of light strong DIRECT LIGHT 
enough to shine clear through the bettle and its con- EASY ON THE EYES 
tents without “blinding” the operator. No direct light EASILY INSTALLED 


reaches the operator’s eyes. THOROUGHLY TESTED 
EASILY INSTALLED: This sturdy plant-proved light fits HANDSOMELY STYLED 
neatly into any conveyor system, and because it affords DURABLY BUILT 
more thorough inspection, will help you protect your 

future. 


WRITE NOW FOR FULL INFORMATION! NO OBLIGATION. 


ILLER HYDRO CO. 


vono BOTTLE WASHERS + MILLER CASE PACKERS ® Bainbudge. Geors 





WManugacturcrs MILLER # 

R INSPECTION 
J . MILLER-KENDALL mixers = * MILLE “ 
=" aaa MILLER ACCUMULATOR TABL 


aa Serving Bottlers 
BOXES . MILLER FLUORESCENT INSPECTORS 


Since 1913 
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Abvertisto 


Bi ee — 
‘AcbIcaL Smart new merchandising aids! 
ASSOCIATION 
Pustications 








Consumer and marketing research! 





PROFIT NOTE: i times like these, it’s more neces- 
sary than ever that a bottler understand every facet of 
existing conditions in the beverage business prior to 
further investment. Which is why GRAPETTE invites 
your complete investigation of available franchises. Write 
us, and our representative will call on you in person with 
the full and profitable information. 


THE GRAPETTE COMPANY 


Incorporated 
CAMDEN e ARKANSAS 
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Better Coloring 


TRADE MARK 


BRAND OF 


CERTIFIED FOOD COLORS 


Your finished product deserves the finest. Secure maximum sales and eye 
appeal by using Sterwin's Parakeet Certified Food Colors. 


These pure food colors are manufactured by Sterling's Hilton-Davis Chemi- 
cal Co., leaders in the color field for 25 years. Their experience and know- 
how guarantee the production of top quality certified food colors. 





WRITE TODAY for new booklet 
giving information on Sterwin's 
complete line of Food Colors. 








SUBSIDIARY OF STERLING DRUG INC. 


1450 BROADWAY, NEW YORK 18, N. Y. 
445 Lake Shore Drive, Chicago 11, Ill. 
FACTORY: CINCINNATI, OHIO 
Branch Offices 
Atlanta, Boston, Buffalo, Chicago, Dallas, Kansas City (Mo.), Los Angeles, Minneapolis, Portland (Ore.), St. Louis 


WORLD’S LARGEST SUPPLIERS OF VANILLIN 
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Modern Flavor Making 


Eighty-two years of “know- 
how,” sound management 
and up-to-date equipment 
and facilities, are the Key- 
stones of S. Twitchell Co., 
first and oldest manufacturer 
of soft drink flavors. 


7, takes a good number of years, 
sound policies, and consistent busi- 
ness operation for a supplier to an 
industry to be regarded in the trade 
as an arm of that industry, 

But that’s the position the S$ 
witchell Company occupies in the 
soft drink field. The company is the 
first and oldest manufacturer ot 
flavors and colors for carbonated 


beverages, and is currently in its 


MYRON J. HESS 
heads Twitchell operations. 





ver-all view of Twitchell’s main production floor. Light, fresh air, sun- 
shine and cleanliness are paramount. Order assembly is in foreground. 


Mid photo shows formulating and 


blending operations. Background 


shows caramel color plant and other specialty departments. 





82nd vear of continuous successful 
operation 

Significantly, the company’s 
yrowth has been parallel to that of 
the soft drink industry in the U.S 
Phila 


delphia in 1869 by Selden Twitchell, 


The firm was established i 
and office, lab and factory were 
housed in one room, third floor rear 
That one room soon overflowed as 
the company progressed Next came 
a whole floor, then a new location, 
then several stories; finally, a five 
story building at 225 Vine Street, 
Which housed Twitchell for 6% vears 
vacated in the move to 


in Camden, New Jet 


before it was 


It has been a long haul from that 


seemingly antediluvian one-room 
setup to the spacious, streamlined, 
scientific facilities that make up the 
House of Twitchell today. But as 
Myron J. Hess 


puts it: “We have even more incen 


General Manager 


ul position of respect, 
illenge to develop fur 


established policy of 


‘flavor-room partner to bottlers 


everywhere’ is greater than ever be- 
fore.” 

The new plant contains 32,000 
square feet of floor space. A two 
story wing is given over to offices, 
laboratories and specialty ware- 
housing. Another, and larger, wing 
is one story high, specifically de- 
signed to provide a single-level, 
straight-forward production scheme 
with obvious economies in time and 
money 

The plant has its own siding from 
one of the country’s major rail car- 
riers, and practically straddles ar- 
terial highways. Proximity of the 
Delaware River and the Port of 
Philadelphia speeds up export ship- 
ments which often are sent as far 
Islands, 
Europe, the Fat 
East and Canada, as well as to cities 


all over the U.S. 


as Morocco, the Virgin 


Latin America, 


Accompanying photographs tell 
their own forceful story of the com- 
pleteness, scientific efficiency, and 


cleanliness of the new plant. 
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Laboratories are the heart of 
Twitchell operations. This view 
shows the Research and Develop- 
ment wing of Main Laboratory 
with Bill Horodyski. Chief Chem- 
ist, making a microscopic study. 
Delicate instruments do precise 
weighing and measuring. Other 
instruments and procedures are 
designed to put flavors and in- 
gredients through the toughest 
kinds of tests. 





Section of product storage. Here 
a delicate balance must be kept 
so that goods are always fresh. 
yet orders can be filled immedi- 
ately. The plant has its own rail- 
road siding and modern platform 
facilities to insure speedy ship- 
ment of orders. 














One of the batteries of formulat- 
ing and blending tanks for flavor 
manufacture. Tanks are either 
glass-lined or stainless steel, de- 
pending on the use. To right of 
the far tank is a viscolizer which 
employs high speed and high 
pressure to prepare stable emul- 
sions from liquids which do not 
readily mix. 
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using RCA Uncaser 


The automatic Uncaser and Washer-Loader has 
proved itself to be just as efficient for the 8 or 12 
wide washer as it is for bottling plants using larger- 
size washers. 

Regardless of washer size or production rate, 
your plant can save time, glass, and money by 
installing one of these highly efficient, widely 
proved machines. 

The RCA Uncaser and Washer-Loader automat- 
ically unloads empty bottles from cases— with or 


BEVERAGE EQUIPMENT SECTION 


RADIO CORPORATION 
of AMERICA 


ENGINEERING PRODUCTS DEPARTMENT. CAMDEN. N.J. 


74 


In Canada: RCA VICTOR Company Limited, Montreal 


and Washer-Loader 


without cartons—feeds bottles to washer and de- 
livers empty cases to conveyor system. It saves 
costly man hours and releases a man for more pro- 
ductive work to help meet today’s stepped-up 
demand. 


RCA Beverage Inspection Machine 
also helps increase plant efficiency. It 
searches out objectionable particles, 
even though tiny or transparent... 
and automatically rejects bottles un- 
suited for the market. 


i? COUPON for more tacts* 


BEVERAGE EQUIPMENT, Dept. 0-64 
Radio Corporation of America, Camden 2, N. J. 


Please send me information on RCA Uncaser and Washer-Loader 


Name 





Company 
Street 


oS  —_ 





National Bottlers’ Gazette 





Question: 


How can I beat 
competition, increase 
my volume and builda 
more profitable bottling 
business—a business 
that will grow and pros- 
per in the years ahead? 


Answer: 

Tie up with KIST—the 
franchise that gives you 
a fast-selling complete 
line of top quality 
beverages—one bottle 
for all flavors—anda 
deal that allows more 
profit per case than any 
other leading franchise. 
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STARTING SOON =the 
biggest advertising and 


sales promotion campaign 


in Kist history. For full 
details, write 


CITRUS PRODUCTS CO. 
11 E. Hubbard St., Chicago 





VENDOR AND COOLER NEWS 


@ PLACEMENT 
e FINANCING 


@ MERCHANDISING 





e@ MARKETS 
e CosTs 
@ SERVICING 


e NEW MODELS 


generally credited with stimulating beverage 


Vendors, Coolers Star major feat ot it looks like there’s room for some promo 


At Pepsi Show 


work here. High soft drink grosses 
attributed to thorough cup vendor cov 


2 machines in the larger the 


did not disclose the number ot 


except to note that It Was Cor 


self-service merchand ho respondin 
| rvi 1 | vy, 


coin cool rs o1 


ted among typical chains, neither very large no 


6 to 46 theatres 


Models 65 and 120 \ mall, and ranging in size from 


Vendorlator Mfg N that th figures are not applicable 


t inde 
Atlas Tool (St pendent houses. See “Boxoffice’ survey, reported it 
ncluded the “eb. “Cooler Corner,” p. 88 


Bloomi 


Cuts School Rent Rate — 
been devised \ ) Kist 
Bottling Co. of Butler, Pa 
o meet local placement needs. This firm uses Vendor 
lator (Fresno) single-drink equipment to dispense 


Pepsi-Cola in some sites, while selective American ( Los 


wk Bros 


COKE SCHOOLING SERIES 


One of the subjects on which key plant service per 
sonnel are briefed at the current series of Coca-Cola 
regional schooling sessions is coin changer mainte 
nance. Here Clarence Cukor and Claude Trieman of 
National Rejectors, Inc. (St. Louis) discuss change 
maker know-how with Coke servicemen. 
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Angeles) and Idea (Bloomington, Ill units vend the 
plant’s varied line of Kist flavors along with Pepsi in 
most outlets. Coin coolers placed in factory stops bring 
a rental rate of 20 cents a case, though this fee is 
halved to a dime for mazhines installed in schools. In 
the cuse of service stations, which prefer to own their 
equipment, the vendors are sold outright to the loca 
tions. Due to the Pennsylvania tax, all units incorpo 


rate a 6-cent coin mechanism 


Currently undergoing field 
No Water, No Electricity tests is a new Hupp (Cleve 
for Hupp Cup land) 220-cup machine, 
which requires no electri 
or water lines. With an eye on portability, this unit, 
developed for Pepsi-Cola, employs 100 Ibs. of nut- 
to chill its beverages, with a timing device 
ised to control the rate of draught and insure that a 
cold drink is delivered every time a coin is deposited 
Storing its Water supply in a 10-gal. tank, the cabinet 
also houses a 2!o-gal. sirup drum and a standard CO 
cylinder. With the ice compartment separately keyed, 
deliveries can be made by a local ice company, and it’s 
estimated that (with an 11 Ib. ambient melt per day 
the machine would normally be iced about twice a week 
\ctuated mechanically, this Hupp unit is motorless, and 
ipright cabinet is similar to that used for the dual 
r the firm showed at the NAMA exhibit last 
Nov. (Production on the latter unit has been tempo- 
rarily tabled.) Designed for entirely different purposes 
than the standard cup vendor, the new Hupp machine 
stresses “portability” and it can be used in such unorth 
odox sites as golf courses, trains, ete., Where standard 
electric or water connections are not available. By mov 
ing the unit around a large factory, for example, it 
would be possible to obtain a factual report on just 
which spots were suitable for permanent installations 
without going to the expense of making utility connec 
tions during the test period. As an example of its de 
yree of portability, the vendor dispensed a drink be- 
tween floors while being carried in an elevator in 


Chicago’s Sherman Hotel 


Glascock Bros. Mfg. Co 
—_ Muncie, Ind ; unvelied a 

new pre-mix 2-flavor 500 

cup machine at the Pepsi 
Cola convention. In lieu of the standard motor-and-re 
lay system, this unit depends on CO. as its actuating 
force, and the machine's sole electric part is its com 
pressor. A pair of test models were on view, with one 
dispensing two carbonated beverages, while the other 
vended a selection of a carbonated and a “still” drink 
The patron’s choice is made via push button, which 
actuates the dispensing mechanism; and the pre-mixed 
beverages are stored in five 5-gal. tanks in series, each 
holding 105 drinks. Glascock, well known in the soft 
drink industry as a pioneer producer of manual cool- 


ers, has been manufacturing a vendor which sells vari- 
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B-1 BEVERAGE CO. 
4000 LINDELL BLVD. 
ST. LOUIS (8), MO. 





priced packaged items that are being tested by depart- 
ment stores, such as Filene’s in Boston. As yet, it has 


t 


not set production plans on the pre-mix cup vendor 


The Atlas Tool & Mfg. Co 


St. Louis) has developed 


Atlas Conversion 
a kit enabling bovtlers to 
adapt the manually - oper- 

ited single-flavor Delf Model 96 coin cooler to fully- 

automatic operation. This electric conversion includes 
replacement of the conveyor system and coin mech- 
inism, and the work can either be done by the bottler 
rr at the Atlas plant. Used to vend vari-sized brands, 
the 4-case Delf can be adapted to dispense &, 10, or 
12-02. bottles 


Data released by Automatic 
Products Co. (N.Y) on two 
of the 


“Sodashoppe” vendors, 


Movie Market Data 


3-flavor  100-cup 
built for use in Loew theatres in the New 
ity area, throws some light-on-—current sales 


volume in large cinemas. One machine in Loew's 
Valene li 


drinks from June 15 to Nov. 28, 1950; while another 


Jamaica) pumped out 135,000 ten cent 


ndor in Loew’s Paradise (Bronx) tallied 89,000 
dime sales from June 9 to Nov. 21, 1950. Vending 
Coca-Cola and Canada Dry flavors, this equipment is 
circuit-owned and serviced by Confection Cabinet, 


lajor movie house concessionaire 


Eyeing the automatic mer- 
Pepsi PX Push? chandising market in armed 
forces installations, Pepsi 

Cola recently ran an ad in 

Exchange gg 

ye (PX 


parent company’s “More Bounce To The Ounce” 


a trade publication circulated to Ex- 
officers in military posts. Tied-in with 
opy tag-lines read: “A Pepsi vending machine 


ally make your soft drink sales bounce. Ask your 


ocal Pepsi bottler for actual figures on sales, profit, and 


Beverage cup vendors ac- 
1950 N. Y. Subway 
Returns the gross garnered during 
1950 by the 9 different type 


of vending machines operating in New York City’s 


counted for almost 30° of 


ast subway system. Of the $3,479,000 registered by 
automatic merchandisers, $1,022,000 came from drink 
machines, and these authenticated totals serve as 
something of a barometer for bulk vendor earnings 
Three firms currently operate 346 nickel soft drink 
machines and 46 ten cent fruit juice vendors, with a 

up of equipment that includes Square (Chicago 
> and 4-flavor units; Canteen (Chicago) 3-drinkers; 3- 
selection Colespas (Chicago 
N. Y.); and Sneads (Detroit 


latter also converted to multi flavor use. During winter 


single drink Lyons 
, With a number of the 
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SPACARB PUSHES PRODUCTION 


Checking Spacarb’s bustling production line at the 
firm's new Stamford, Conn. factory. where it is turn- 
ing out the new 4-flavor 1000-cup vendors, are vice- 
president Pete Foster (left) and production manager 
Bill King (right). 





months, some of the machines dispense hot chocolate 
), but the 
bulk of their business is scored by cold drink sales dur- 


(as well as hot lemonade, hot orangeade, etc 


ing the hot summer, when the subway takes on a 
“Turkish Bath” atmosphere. Under their current con- 
tract, the three firms pay the city a 30¢7 commission 
on gross sales as against a combined minimum monthly 
guarantee of $31,875. This guarantee has proved to be 
rather steep, as machine commissions fell about $43,000 
short for the 1950 period. (The city recently author- 
ized one firm (ABC Vending) to experiment with dime 


hot chocolate and soups in venders at a few stations 


Latest single-flavor model 
to be utilized by Pepsi-Cola 
is the F. L. Jacobs Co. (De- 
troit) “50,” a fully-auto 


New Jacobs Coin Cooler 


matic coin cooler dispensing fifty % or 10-0z. bottles 
and pre-cooling thirty-five more. With the bottles 
stocked in a series of sloping racks, the vendor depends 
upon a force-of-gravity feed and utilizes only one mov 
ing part; and it can be equipped with a coinchanger 
This new machine, built exclusively for Pepsi bottlers, 
is entirely different from the single-drink models the 
Jacobs firm formerly turned out for Coca-Cola. 


Among the many markets 
eens see ; ‘ that have been tapped for 
Picnic’ Prize Promotion 


portable (picnic) coolers 
has been their use as gifts, 
but the 7-Up Bottling Co. of Cedar 


Rapids, Ia. has come up with a new tie-in. Noting 


door prizes, etc 


that a number of the tavern and restaurant locations 
on its routes were featuring miniature bowling alleys 
and awarding prizes to patrons who registered the 
“high score of the week,” this Maher-owned plant 
convinced many of these accounts that a 7-Up picnic 


cooler could be used as an award. Units, built by the 
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“ KELVINATOR 


FOUR STAR 
BEVERAGE COOLER 


PROGRAM e 


itt Es: t 


“OKINTO) 


, 


You'll find it gives you... 


~*« Nation-Wide Distribution! 


+ Time-Proved Financing— 
Meter Plan! 


* Service & Sales 
Assistance! 


* 5-Year Warranty! 


a Choose a Kelvinator Cooler Program—for 

more “action,” more protection, more promotion 

of your brand-name, and more dollar-and-cents returns! 

Get the MOST advantages! Attractive financing! The popular 
Meter Plan that lets your dealers gain ownership of Kelvinator 
Coolers for only a few cents daily... minimum down-payment 
. no large sum to be collected! Get “right-at-hand”™ service, 
sales and finance assistance—through Kelvinator’s nation-wide 
network of 44 distributors. Get coolers completely designed, engi- 


neered and built by Kelvinator in one plant. Got a pencil? Just 
bit fill in, clip out and mail the coupon below! 
g 


Beverage Cooler Department, Nasu-Kecvinator ConPoRATION 
14250 Plymouth Road, Detroit 32, Michigan 


Cut evt co n. Paste on penny Gentlemen: Please send me pricing information on the new Kelvinator Beverage 
" , Cooler. Also send me without cost or obligation your illustrated booklet “Bottlers 
post card and mail today! 


Operating Guide” containing information on how to sell, service and finance my 
own Cooler Program. 
Mail this coupon today —and . 


receive by return mail this 
: booklet crammed full of val- 
QPERATING atts iano a sol to — 
mn Wk sell, service and finance your 
1 . , 


own Cooler Program. STREET ADDRESS 


CITY 
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NIAGARA AEROPASS CONDENSER | Patented 


Saves half the Engineer’s Troubles 
...With a Refrigeration Plant 


Hundreds of engineers have been interviewed about 
their experience with the Niagara Acropass Condenser. 
In one way or another, they say, “I wouldn't go back 
to anything else.” And their managers, who watch the 
costs, say, “Best investment we ever made, couldn't 
operate now, without it.” 

Niagara Acropass Condensers have three exclusive 
features which save trouble and money in running a 
refrigeration plant: 


The “Duo-Pass"— keeps scale and salts from crusting 
the cols, keeps the condenser always at full capacity. 
The “Oilout’— removes oil and dirt from the re- 
frigerant, at the exact point where the oil vapor is 
condensed and the refrigerant is not. 

The “Balanced-Wet-Bulh” control gives automatic 
operation at the minimum head pressure, saving power 
cost the year ‘round! 


In addition, the Niagara Aeropass Condenser saves 
nearly all your cost of cooling water, quickly bringing 
back to you the cost of installation. In plants where 
re trige ration 18 a production process, owners know 
that this condenser has reduced their costs. 


Write for Bulletin 103. 


You can see one of these installations near you. 


NIAGARA BLOWER COMPANY 


Over 35 Year Service im Industrial Air Engimecring 
Dept. NB, 405 Lexington Ave., New York 17, N. ¥ 


District Engineers in Principal Cities 


HEATING @ DRYING 


HUMIDIFYING @ AIR ENGINEERING EQUIPMENT 


Progress Refrigerator Co. (Louisville, Ky.) are sold 
at cost to the stop by the bottler. They carry the 
parent company colors and insignia, and, when placed 


on display in an outlet, serve as an “extra ad” for 


When S. Frank Murray 
Builds Vending, Boosts took over a Dr. Pepper 
Volume plant in Dubuque, Iowa 

less than three years ago, 
he found “no vending program to speak of” and he’s 
been busy getting automatic merchandising under 
way. At present, this concern utilizes single-drink 2 
and 4-case SeleetiVends (Kansas City) and multi-drink 
Ideals (Bloomington, Ill), with the selective equip 
ment dispensing, besides Dr. Pepper, Mason’s Root 
Beer and Clicquot Club flavors in 7-oz. bottles. In 
line with the plant’s current drive to build Dr. Pep 
per volume, Mr. Murray reports that his firm has 
put its major support behind the placement of single 
drinkers, though -he notes that “there are locations 
that demand a selective machine, and some that work 
better with a selective machine.” Each stop is care 
fully surveyed to determine just what type of vendor 
is most suitable, and about 75 of the coin coolers 
are rented at 15 cents a case, while the balance are 
sold outright. In commenting on rival equipment place- 
ments, bottler Murray states: “In practically all out- 
lets, Where either a single or multi-drink vendor is 
placed next to a competitive l-brand unit, it would be 
safe to say » get 50 of the total drink business.” 
While machines are spotted in a variety of outlets, 
including schools, hospitals, gas stations, factories, 
ete., the industrial stops are credited with producing 
the best year-round vendor volume, as the plant’s 
largest school accounts do not utilize vendors but 
sell the firm’s brands over-the-counter. Dr. Pepper is 
currently lining up new locations for additional place 
ments, and Mr. Murray also reports that: “We have 


begun to change a few machines to a 10-cent coin unit.” 





JACOBS SINGLE- 
DRINKER 

Bowing in at the recent 
Pepsi-Cola bottlers 
convention was this new 
31/,-case model. now be 
ing readied for produc 
tion by F. L. Jacobs, De 
trot. 
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DEPARTMENT STORE 
SITE 


Behind-the-scenes areas 
of department stores are 
proving to be good pro- 
ducing locations for coin 
coolers. In Richmond, 
Va. this Vendmaster 
(Wichita) dual - flavor 
unit is a popular fixture 
in the employee recrea- 
tion room of the local 
Sears, Roebuck outlet. 





‘ 


Designed to facilitate on 
Pressurized Paint igeinds whe a 
of vending machine cab- 

inets, Sprayon Products 

Cleveland) has devised a pressurized can which can 
be used for minor paint jobs. Containing a tint 
matched to the vendor's original production-line speci- 
fication, the paint is sprayed by pressing the push-but- 
the compact can. Initial unit made available 


Sprayon holds a Pepsi-Cola gray for Hupp units 


One of the direct results of 
USO Sites Next? U. S. mobilization and the 
current expansion of mili- 

tars establishments has 

been the reactivation of the United Service Organiza- 
tions (USO). While best known to the public as a war- 
provider of camp shows for the armed forces, 

SO, during its 1944 peak, maintained more than 


2,000 clubs and lounges for military personnel. Such 


off-base sites, designed to provide the man in uniform 


with a place to relax, were generally set up in towns 
near military installations and in the larger cities 
Most maintained refreshment stands, and drink 
vendors will probably become a fixture in the new 


USO clubs 


In Florence, S. C., T. H 
Cup Traffic Yardstick wow r, who beads the 
Nehi Bottling Co., reports 

that theatres and industrial 

lave proven to be top locales for his cup machine 

As a yardstick, bottler Weaver estimates that, 

his territory, a site must have enough tena ol 
traffic to produce 200-250 sales per day to make the in- 
stallation profitable for his equipment. This aw is 
using 1000-cup 3-flavor Frostidrinks (built for the 
Nehi Corp. by Spacarb, Inc., Stamford, Conn.), and 
nds Royal Crown Cola, and Nehi Grape and Orange 
machines are geared to both a 5 and 6-cent 

n, though this plant’s bottle coin coolers incor- 


7-cent mechanism. (South Carolina has a 1 
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FROSTIE 
FORGES 
—_— 





al MARCH FLASH! 


Despite cold weather, the newest 
members of the Frostie Family, 
mentioned below, are starting to 
cash in on Frostie’s consumer ac- 
ceptance. To them Frostie extends 
a real "Old Fashion" welcome. 


* Tru-Ade Bottling Co. 
of Wilmington 


203 Minquadale Blvd. 
Minquadale, New Castle, 
Delaware 


Lack's Bottling Co. 
740 Pulaski Avenue 
Muskegon, Michigan 


We're mighty proud to salute these two 
companies they're bottlers who really 
know their business! They know the story of 
Frostie'’s skyscraper sales, and they're get 
ting in on ground floor. You, too, can 


ca 


sh in on the Frostie sales by joining the 


thriving Frostie Family mow. Just mail the 
coupon and our field representative will be 
glad to answer your questions without obli- 
gation 


FROSTIE 


THE FROSTIE CO., 
BALTIMORE 28, MD 


We'll be glad to have your field representative drop in to answer 


some of our questions 


NAME 
FIRM 


ADDRESS 


CITY 
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<i | LIFETIME MAGIC 
CARBONATOR 


500 and 1000 Gel. per hr. 
DELUXE RECIRCULATING 
-CARBONATOR 


Capacities 
1500 and 2000 Gal. per hr. 


“me 


at Se, 


why nea 


ry 2/ earhonators in use” 
y 7/3 of car 


with 
“Live-Action” 


Carbonation 


There’s a reason why nearly two-thirds tion requires, you'll get complete CO, 
of all carbonators in use are ‘'Liquid’s.” saturation with any Liquid Carbonator. 
They express Liquijd’s basic long- 
term (since 1888) recognition of the 
bottler’s need for sparkling, live-action 
carbonation. 


Automatic Air Snifts (de-aerate the water) 
—Water sealed Pumps (seal out air 
pick-up) are just two of their many 
outstanding features. Write for bulletins 
No matter what capacity your produc- and complete information. 

*59% as shown by recent plant survey 


TRE LiQqQuiob CARBONIC CORPORATION 


3100 South Kedzie Avenue ° Chicago 23, Illinois 
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q the first two installments (January and February ) 
we discussed and illustrated simplified methods of ac- 
counting for full goods and shells out; full goods and 
empties returned; daily settlements; daily sales sum- 


maries; daily cash summaries; inventories of full 


goods and empties; production; material inventory; 


accounts receivable charges and collections; accounts 


payable ; record of telephone and office orders and 
messages and petty cash. In this issue we will discuss 
and illustrate simplified procedure for technical ar- 
rangement of all the information which has been com- 
piled by the various plant and office employees into a 
book which has become more commonly known as a 
“General Ledger.” 

It will be recalled that Kromer Bottling Works began 
using this simplified system on June 30, 1950, this 
being the end of this company’s fiscal year, and in 
preparation for opening new books at the beginning of 
July 1, 


simplified system from June 1, 


1950 the decision to apply the principles of this 
1950 was agreed upon 
Accordingly, the first step, that of a chart of accounts 
and a general ledger in accordance with the new chart 
was undertaken 

To facilitate the work of simplified bookkeeping, we 
divided the accounts in the general ledger into a num- 
ber of groups and arranged for the identification of 


} 


each group by letter symbols—further numbering the 


accounts in each se parate group—-so spacing the num- 


bers to permit adding new accounts that may become 


necessary from time to time. In general, the ledger 


accounts are Classified in proper order as Assets, Lia- 
bilities, Net Worth, Income and Expense. Letter sym- 


bols are used to signify specific classifications as: 


Assets 

Liabilities 

Net Worth 

Income 

Cost 

Plant 

Selling 

General Administrative 
Extemporaneous 


MONA ZH 


The following is the specific chart of accounts deemed 


appropriate for this particular company: 


ACCOUNT 
NUMBER ACCOUNT NAME 
A-1l Bank 
Petty Cash 
Accounts Receivable—Trade 
Reserve for Bad Debts 
Accounts and Loans Receivable Miscellane 
ous 
Plant Machinery and Equipment 
Reserve for Depreciation 
Motor Vehicles 
Reserve for Depreciation 
Office Furniture and Fixtures 
Reserve for Depreciation 
Building 
Reserve for Depreciation 
Land 
Prepaid Interest on Note to Bank 
Unexpired Insurance 
Accounts Payable—Trade 
Withholding Taxes Payable 
Federal OAB Taxes Payable 


— ODM 
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o 
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Simplified 


Accounting 
For Bottlers 





Do you know exactly what is going on 

in your plant and office with regard to 

delivery, sales, payrolls, inventories, costs 

and analysis? Here is authoritative in- 

formation on a very important subject. 

This is Part Three of a series of articles on 
good accounting for bottlers. 








ACCOUNT 
NUMBER ACCOUNT NAME 


L-9 Contribution to State Unemployment Reserve 
Payable (Employer-Employee) 

Contribution to Federal Unemployment Re 
serve Payable 

Notes Payable (12 months or less) 

Accounts and Loans Payable—Miscellaneous 

Notes Payable (More than 12 months) 

Contracts Payable 

Capital Stock 

Surplus 

Sales 

Sales—Beverage “A” (6 Oz.) 

Sales—Beverage “B” (8 Oz.) 

Sales—Beverage “C’ (12 Oz.) 

Sales—Beverage “D” (All other) 

Container Refunds 

Sales Equipment 

Cost of Contents and Containers 

Sugar 

Syrup and Concentrate—Beverage “ 

Syrup and Concentrate—Beverage “ 

Syrup and Concentrate—Beverage “ 

Syrup and Concentrate—Beverage “ 

Cerelose 

Fountain Syrup 

Carbonic Gas 

Alkali and Crowns 

Full Goods 

Containers 

Cartons 

Shells and Carriers 

Plant Expenses 

Plant Wages 

Plant Supplies 

Freight and Express In 

Repairs to Building and Machinery 

Heat, Light and Power 

Laundry and Cleaning 

Water 

Rent—Warehouse 

Miscellaneous Expenses 

Insurance 

Taxes on Building and Machinery 

Payroll Taxes 

Depreciation—Building 

Depreciation—Machinery 

ontrol Selling Expenses 

Salesmen’'s Salaries 

Service Salesmen’s Salaries 

Jobbers’ Commissions 

Truck and Auto Expenses 

Advertising 

Insurance on Trucks 

Depreciation on Motor Vehicles 

Garage Rent 

Payroll Taxes 

Miscellaneous Selling Expenses 

-Control General Administrative Expenses 

l 

-3 
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Officers’ Salaries 

Office Salaries 

Stationery and Postage 
Telephone and Telegraph 
Legal and Audit 

Dues and Subscriptions 
Traveling Expenses 

Bank Service Charges 
Interest Expense 
Donations 

Depreciation of Office Furniture and Fixtures 
Payroll Taxes 
Miscellaneous Expenses 
Extemporaneous Income 
Extemporaneous Expenses 


P 
P 
P 
P 
P 
P 
P- 
P- 
P 
P 
P 
Pp. 
P 
P 
Ss 
Ss 
Ss 
Ss 
s 
) 
Ss 
Ss 
Ss 
Ss 
S 
G 
G 
G 
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Use of Income, Cost, Plant, Selling and General Ad- 
ministrative Controls is instituted because these con 
trols reduce the number of ledger pages to a minimum 
and provide, at a glance, immediate analysis of all the 
activities affecting all the accounts in a given classi 
fication. This procedure for ledger account arrange 
ment will be discussed and illustrated in detail at a 


more appropriate time 


84 


It will be recalled that we began using this simplified 
system at the loading platform and in the plant and 
office simultaneously. Also, in preparation for simplified 
methods from the beginning of the fiscal year, it was 
decided that certain changes should be made for pur- 
poses of taking advantage of certain principles of ac- 
counting not heretofore incorporated in the accounting 
structure. (The reader should remain aware that 
changing from one system to this simplified system 
within the accounting period is here illustrated only 
to indicate the differences between the two methods of 
approach as well as to point out the inaptitude of the 
previous method. ) 


Shortly we will draw off a trial balance as found 
from the books as previously kept and indicate certain 
changes found necessary to permit short simplified 
methods of accurately ascertaining contents and con- 
tainers costs, but first it is considered wise to discuss 
the basic principles of General Ledger Keeping as well 
as the primary purpose of Journalizing. Therefore, and 
first of all, we ask ourselves: What is a General 
Ledger ? 


In the first place, and as a means of attempting to 
dispel certain mystical fears that have become attached 
to this term, you may rest well assured that it is not 
(as so often regarded) a book of mystical incomprehen- 
sion. The general ledger is nothing more than an ordi- 
nary book in which is recorded, by classification, cer- 
tain information, in dollars and cents, as affect the 
financial status (Capital, Net Worth, Surplus, ete.) of 
a business enterprise. For instance, reduced to small 
figures, it is primarily designed to show you that if 
it cost you $1.80 to place a case of beverage in your 
dealer’s store for which your dealer pays you $1.05, 
your capital investment has been reduced by the differ- 
ence or 75e 

On the other hand, if the case of beverage cost you 
$1.05 delivered to your dealer and you receive therefor 
the sum of $1.80 your capital has been increased by the 
amount of .75c. If your accounting arrangement is not 
such as will reveal daily, weekly and monthly (depend- 
ing upon your needs) these simple truths, you should 
take steps immediately to redesign your accounting 
department so that it can function easily and simply 
with an even distribution of the accounting work 
throughout your plant. 

What is a Journal and what is the purpose of Jour- 
nalizing? In general, a journal is a book in which is 
collected, by classification, certain information to be 
transferred (posted) to the General Ledger. Usually 
the journal is divided into several sections such as 
sales, cash receipts, cash disbursements, purchases, 
general, etc. The purpose of journalizing is to syste- 
matically collect, from the various sources, and classify 
the information so that recording such information in 
the general ledger becomes, as much as possible, a 
mechanical operation 


It now becomes clear that in this simplified system 
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the departure from normal accepted accounting prac- 


tices and procedures is not altogether advocated. Re 
placement of the usual Journal Book (which often re- 
quires many expensive hours to keep) with individual 
journals (daily settlement sheet; daily sales sum- 
maries; daily cash summaries; inventories; accounts 
payable summaries, etc.) which are compiled ‘on the 
spot” by the person involved in the transaction pro- 
vides as much as 75 per cent additional time that can 
be spent in bookkeeping and accounting activities which 
result in computations of unit costs material, con- 
tainers, selling, etc., within a time that such informa- 
tion is valuable from the standpoint and in the interest 
of good management. It may be concluded, then, that 
these daily records are the journals and the informa- 
tion collected thereon may be transferred (posted) di- 
rect to the general ledger without further journalizing 
and on a daily, weekly or monthly basis. 

With these points in mind, let us proceed to draw 
off a trial balance from the books of Kromer Bottling 
Works preparatory to making certain adjustments 
deemed necessary to complete the accounting for the 
fiscal year ending June 30, 1950 by-using these simpli- 
fied methods 


KROMER BOTTLING WORKS 


Johnstown, Pennsylvania 


TRIAL BALANCE AS FOUND AS AT 
MAY 31, 1950 


ACCOUNT DEBIT 
Bank $ 3.601.00 
Petty Cash 40.00 
Accounts Receivable 2,015.65 
Reserve for Bad Debts 
Inventory 
Plant Machinery 
Reserve for Depreciation 
Motor Vehicles 
Reserve for Depreciation 
Office Furniture and Fixtures 475.00 
Reserve for Depreciation 121.00 
Building 26,550.00 


CREDIT 


4,466.13 

32,562.00 
11,881.00 

6.355.00 
2,490.00 


Reserve for Depreciation 

Land 2,000.00 
Prepaid Interest 160.00 
Unexpired Insurance 685.00 
Accounts Payable 


4,220.00 


1,491.00 
Withholding Tax Payable 286.95 
O. A. B. Tax Payable 98.65 
State UR Tax Payable 66.50 
Federal UR Tax Payable 18.90 
Notes Payable (Less than | year) 500.00 
Container Deposits Received 2,956.25 
Notes Payable (More than 1 year) 1,000.00 
Contracts Payable 4,450.00 
Capital Stock 25,000.00 
Surplus 17,100.33 
Sales 99,986.50 
Purchases 39,988.25 

Plant Costs 14,291.50 

Selling Costs 23,536.55 

Operating Costs 15.106.20 





$171,832.28 $171,832.28 
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It was immediately necessary to reclassify the be- 
ginning inventory since it contained, in addition to 
material, such items as carbonic gas, crowns, full goods, 
empties, etc. Also under the new system, opening and 
closing inventories and purchases of the various items 
being reclassified were to be carried in the same ac- 
counts. In other words, each account containing such 
items as sugar, syrup and concentrates, cerelose, foun- 
tain syrup, etc., were to be set up in such a way as 
would render the determination of cost of amount used 
a simple process of posting, adding and subtracting. 
We will proceed with the reclassification transfer of 
inventories and then illustrate this method 


Sugar Inventory $1,195.28 
Syrup and Concentrates—Bev. “A” 165.20 
Syrup and Concentrates—Bev. “B” 135.00 
Syrup and Concentrates—Bev. “C” 140.00 
Syrup and Concentrates—Bev. “D” 160.00 
Cerelose 200.00 
Fountain Syrup 201.00 
Carbonic Gas 40.00 
Alkali and Crowns 772.00 
Full Goods 782.40 
Empties 675.25 

Inventory $4,466.13 

The proper explanation of the above would be to “Re- 
classify Opening Inventory.” 

Container Deposits Received was found to represent 
the net difference between the total cash received for 
containers and the amount paid for empties picked up 
and returned by the service salesmen and jobbers since 
the beginning of the current fiscal year, subject to an 
adjustment to container inventory for empties no 
longer on the premises. The following entry was found 
appropriate to correct this situation: 


5/31/50 


Container Refunds .... . $12,886.21 


Container Deposits $12,886.21 
Transfer of Containers Re 
fund Amount 


5/31/50 

Container Deposits $15,642.46 
Sales ele nag $15,642.46 | 

Transfer of amount of con- 


tainers sold to sales. 


Container Deposits $200.00 


Containers Inventory $200.00 


Correction of Containers In- 
ventory for Containers sold. 


Purchases, previously carried on the books in total, 
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required reclassification in like manner as inventories 
Therefore, the following entry was made to reclassify 


this item: 


PURCHASES: 
50 
Syrup and Concentr: 
a $ 4,860.25 
Syrup and Concentrate 


“pp, © Onn 
B 3,265.90 


Syrup and Concentr: 


we, tees 1.255.00 
Syrup and Concentr: 

“—_ 965.50 
Fountain Syrup 2,001.00 
Sugar 10,986.50 

4,251.20 
1,625.10 


Alkali and Crowns 6,281.55 


Cerelose 


Carbonic Gas 


Containers 1,496.25 


Purchases 


Reclassification of Purchases 


Before setting up the trial balance after posting 
these reclassifying and transfer entries, we pause here 
to illustrate the mechanics of determining cost of ma- 
terial used through the use of Inventory-Purchase a¢ 
counts. It should be remembered that the mechanics in 
the following illustrations will equally apply to all of 
the COST accounts 

For the cost section of the ledger, columnar sheets 
should be used which provide, in addition to DATE, 
ITEM and FOLIO, six columns. The account and col 
umn headings should be properly identified and headed 


up as follows: 


SYRUP AND CONCENTRATE—BEVERAGE “A” 
ACCT. NO. C-3 


DATE ITEM FOLIO 


7-1-49 2005 GJ 
7-1-50 GJ 


INVENTORY 


$165.20 
$144.75 


PURCHASES 
$4860.25 


TOTAL DATE 
$5025.45 6-30-50 


INVENTORY 
$144.75 


COST 
$4880.70 


Care should be exercised in testing the equilibrium 
of the ledger when using this type of an account. Prior 
to entering the closing inventory both the opening in- 
ventory and purchases figures are to be included in 
trial balancing; after entering the closing inventory 
and before closing the books, both the « losing inventory 
and cost figures should be used; after closing the books 
and carrying cost to surplus by way of profit and loss, 
then fall back to the beginning inventory for the next 
accounting period. Figures under item represent total 


cases sold, posted from the daily sales summary 
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Through the use of this type of cost accounts in the 
general ledger it now becomes a simple, workable daily 
routine to post these accounts from the simplified daily 
records, either on a daily, weekly or monthly basis and 
swiftly determine what your actual costs are on a per- 
case basis. We illustrated only one of the cost accounts 

but each of the accounts in the “C” section of the 
chart of accounts are designed for use in the same 
manner. It should be remembered that in the prepara- 
tion of the balance sheet the closing inventory should 
be carried under current assets. 

After posting the Reclassifying and transfer entries 
affecting purchases, inventories, container refunds, de- 
posits and sales, we test the equilibrium of the ledger 
by drawing off a trial balance in preparation for post- 
ing the transactions during June, 1950 under the sim- 
plified system. It should be remembered that entries 
in the general ledger for June, 1950 are to be made 
from the various journals previously illustrated in this 
series and identified as DAILY SALES SUMMARY; 
DAILY CASH RECORD; INVENTORY OF FULL 
GOODS AND EMPTIES; MATERIAL INVENTORY, 
and ACCOUNTS PAYABLE SUMMARY. Note that 
in the following trial balance we pick up the account 
numbers and symbols as shown in the chart of ac- 


counts: 


KROMER BOTTLING WORKS 
Johnstown, Pennsylvania 


TRIAL BALANCE AT BEGINNING OF 
JUNE 1, 1950 


ACCT. NO. ACCOUNT DEBIT CREDIT 


A-l Bank $ 3,601.00 
A-3 Petty Cash 40.00 
A-6 Accounts Receivable 
—Trade 

A-3 Reserve for Bad Debts 
A-12 Inventories (SEE 

COST SECTION) 
Plant Machinery 
Reserve for Deprecia- 

tion 11,881.00 
Motor Vehicles 6,355.00 
Reserve for Deprecia- 

tion 2,490.00 
Office Furniture and 

Fixtures 475.00 
Reserve for Deprecia- 

tion 121.00 
Building 26,550.00 
Reserve for Deprecia- 

tion 4,220.00 
Land 2.000.00 
Prepaid Interest 160.00 
Unexpired Insurance 685.00 
Accounts Payable— 

Trade 1,491.00 
Withholding Tax Pay- 

able 286.95 
OAB Tax Payable 98.65 
State UR Tax Payable 66.50 
Federal UR Tax Pay 

able 18.90 
Notes Payable (Less 

than one year) 500.00 
Notes Payable (More 

than one year) 
Contracts Payable 
Capital Stock 25,000.00 
Surplus 17,100.33 
Sales 115,628.96 


2,015.65 
$165.20 


32,562.00 
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1,000.00 
4,450.00 
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ACCT. NO. 


1-12 Containers Refunds 
C-l Sugar 
C-3 Syrup and Concen- 
trate—Bev. “A” 
C-6 Syrup and Concen- 
trate—Bev. “B” 
c-9 Syrup and Concen- 
trate—Bev. “C” 
C-12 Syrup and Concen- 
trate—Bev. “D” 
C-15 Cerelose 
C-18 Fountain Syrup 
C-21 Carbonic Gas 1,665.10 
C-23 Alkali and Crowns 7,053.55 
C-26 Full Goods 782.40 
C-29 Containers 4,971.50 
P-Control Plant Costs 14,291.50 
S-Control Selling Costs 23,536.55 
GA-Control General Administra- 
tive 15,106.20 


ACCOUNT DEBIT 


12,886.21 
12,181.78 


CREDIT 


5,025.45 
3,400.90 
1,395.00 
1,125.50 


4,451.20 
2,202.00 





$184,518.49 $184,518.49 


Before proceeding with bookkeeping entries and 
their source for the month of June, 1950, we deem it 
appropriate to dwell briefly on the principles and ad- 
vantages of expense control accounts. We will here 
illustrate how the expenses are kept on one ledger sheet 
with a control column. By referring to the trial balance 
as at beginning of June 1, 1950, it can be seen that 
only twelve accounts need be added to arrive at cost of 
contents and containers sold (accounts C-1 through 
C-29). The sum total of these accounts deducted from 
sales reveals gross profit on sales—then deduct the 
sum total of accounts P, S and GA to arrive at Net 
Profit or (Loss). We will here illustrate how the sum 


total of $23,536.55 of selling costs is compiled. 


SELLING COSTS 
ACCT. NO. S-Control 


Date Item Folio Control S-l 





6-1-50 Cs DCS $23536.55 $3300.00 


S-3 S-6 s-9 $-12 S-15 
$9900.00 





4100.00 1465.00 3250.00 


S-18 S-21 S-24 S-27 





275.00 360.00 886.55 


The above represents a columnar sheet in your gen- 
eral ledger. If the items are numerous a fly sheet will 
usually be ample to give as many columns as are neces- 
sary. The sum total of accounts S-1 through S-27 is 
equal to the control column. DCS under folio indicates 
the posting is made from the DAILY CASH SUM- 
MARY—Cs signifies cash. A/p under item would indi- 
cate ACCOUNT OF PURCHASES and APS under 
folio would signify that the posting is made from the 
ACCOUNTS PAYABLE SUMMARY. By referring 
to the February installment the reader will be able to 
follow more closely the source of the following state- 
ment of facts which are to be posted direct to the gen- 
eral ledger accounts from the DAILY SIMPLIFIED 
JOURNALS: 
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FROM THE DAILY SALES SUMMARY (Fig. 104) 


A-1l Bank 

1-12 Container Refunds 

A-6 Accounts Receivable 
(Charges) 

I-Control Sales 

A-6 Accounts Receivable 
(Collections) 


$2,724.82 
1,299.50 


1,345.15 
$4,291.90 


1,077.57 





$5,369.47 $5,369.47 


Also from the daily sales summary are posted to the 
ITEM column of Contents Cost Accounts the total 
cases sold which are: 


Beverage “A” 862 
Beverage “B” 499 
Beverage “C” 401 
Beverage “D” 65 


FROM THE DAILY CASH RECORD (Fig. 105)* 


Advertising $ 86.95 
Crowns 96.50 
Plant Repairs 12.50 
Gas and Oil 19.86 
Postage 3.00 
Plant Supplies 11.82 
Office Supplies 1.05 
Payroll 682.14 
Truck Repairs 88.64 
Insurance 95.00 
John A. Kramer 150.00 
Ottice Expense 25.00 
Audit and Legal 75.00 
Sugar 261.92 


Concentrate—Bev. 


on 


OH PPK yO BOROoNS 


285.91 
Bank $1.787.24 
Withholding Tax 108.05 


> ANDAR BATOPAYTAY 


ow 





$1,895.29 $1,895.29 


Also from the daily cash record: 


Bank $ 150.00 
Reserve for Deprecia- 

tion 910.00 
Automobile 1,100.00 
Loss on Sale of Truck 115.00 


Motor Vehicles $2,275.00 





$2,275.00 $2,275.00 


87 








’ 


concentrate 


stallment 


senting June, 


FROM THE ACCOUNTS PAYABLE SUMMARY 


92.75 
126.72 
66.75 
190.00 
100.00 
875.65 


Advertising $ 
rowns 
Truck Repairs 
Insurance 
Audit and Legal 
Sugar 
Accounts Payable 


—Trade $1,451.87 





$1,451.87 $1,451.87 


FROM THE INVENTORY OF FULL, EMPTIES 
AND CASES (Fig. 106)* 


$592.60 
273.03 


Full Goods Inventory 
Containers Inventory 
Full Goods 


Containers 


$592.60 
273.03 





$865.63 $865.63 


FROM THE MATERIAL INVENTORY (Fig. 108)* 


C-1 Sugar Inventory $1.618.00 
C-21 Carbonic Gas Inven 
tory 

Alkali and Crown 

Inventory 
C-29 Containers Inventory 
C-3 Syrup and Concen- 
trate Inventory— 

Bev. “A” 
Syrup and Concen- 
trate Inventory— 

Bev. “B’ 
Syrup and Concen- 
trate Inventory— 

Bev. “C” 
Syrup and Concen- 
trate Inventory— 

Bev. "D” 
Fountain Syrup In- 

ventory 


24.00 
C-23 


560.85 
63.60 


144.75 
144.00 
140.00 


128.50 
495.00 


Total $3,318.70 


Rach of the above inventory items are handled in 


he cost accounts in the same manner as syrup and 


inventory previously illustrated in this in 
respect to SYRUP AND CONCEN 
rRATE—BEVERAGE “A”—ACCT. NO. C-3 


[It is sugyested that the reader prepare “T” accounts 


with 


t the Trial Balance as Found May 31, 1950, post the 
eclussification, transfer and foregoing entries repre- 
1950 transactions and, for purposes of 


ractice and becoming more familiar with this type of 


condensed simplified bookkeeping and accounting pre- 


pare 


PROFIT 


your expense section as illustrated under SELL- 
ING COSTS, ete. Prepare a COST ANALYSIS and 


AND LOSS STATEMENT. In this manner 


you will be able to follow more closely the actual closing 


( 


svstem 


your inquiries to the author 
to Robert T 


f the books and preparation of statements, reversal 
POST CLOSING. TRIAL BALANCE 
which will be illustrated in the next issue of the Na- 


BOTTLERS’ GAZETTE. 


ntries and 
TIONAI 


Should there be this 


from the 


any question relative to 


that cannot be made clear to you 


illustrations herein given you are invited to direct 


Address your inquiries 


Curtis, 53 West Jackson Boulevard, Chi- 


cago 4, Illinois 


* Tables in Feb 


issue 





- 
eee 


LONG LIFE 
means 


2 LOW COST 


All half-depth cases 

are furnished with 

DOVETAILED center 
. 


partitions. e 
id 


Standard 
replacement 


parts 





BOTTLERS — Eliminate 


Conveyor Chain Problems! 
USE 


“CONADE” 


The only scien- 

tifically biended, 

neutral chain 
lubricant. 


“CONADE” WON'T 
GUM e BUILD-UP e SETTLE OUT 


"Conade" is triple action — cleans, disinfects and 
lubricates — in one operation. Not a soap. Will not 
become rancid. It is a rust inhibitor. 


THE PROOF IS IN THE USING — why not let us show 
you how "“CONADE" will solve your Conveyor Chain 
Problems — Write — Wire. 


Now Used by Leading Bottlers 
SUPERIOR CHEMICAL PRODUCTS 
INC. 

Dept. NB, 123 W. Madison St., Chicago 2, Ill. 


A tew choice territories open for representatives 
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BASEBALL PROMOTION 


SCORES BIG WITH 
DR. PEPPER DEALERS 


Next in the series of aggressive merchandising programs 
which have proved so successful for Dr. Pepper dealers 
will be the “Welcome Back to Baseball Jubilee” for 
which dealers are now preparing. The promotion includes 
compelling full-color comic ads as well as black and white 
newspaper advertising and colorful store banners and dis- 
plays. Highlighted is a premium offer of a special souvenir 
mechanical pencil in the shape of a baseball bat and im- 
printed with the words 1951—Baseball’s Anniversary 
Year.” Dealers are enthusiastic over previews of the pro- 
motion material which is expected to be highly effective 
from the standpoint of both advertising and public rela- 
tions. One dealer expressed the general feeling when he 
said, “I'm tving in with the Baseball Jubilee because I've 
found from experience that these things really pay off 
Dr. Pepper sales stay at a higher level after each pro- 


motion, too 











; 
FOR BETTER WATER 


USE THE 74gua Matic LINE 


ths Setige?end'mcns ~ CHLORINATORS 
sSuzaciior'e's FILTERS 
Mout of our installations DJ E~ALKALIZERS 
needs of the individual DE-CHLORINATORS 
SOFTENERS 
DEMINERALIZERS 
STERILIZERS 
COAGULANT 
REACTORS 


user, thus assuring max- 
imum efficiency and per- 

Write for this complete 
Descriptive Catalog 


Leam about the complete line of 
AquaMatic products in our 20-page 
catalog ‘Water Treating Equipment’’. 
Write us for a copy. or ask your 
“Liquid” representative. 


AUTOMATI PUMP & SOFTENER 


CORPORATION 


2412 GRANT AVENUE, ROCKFORD, ILLINOIS 


AquaMatic 





f at 

cost. The scope of our 
work covers a wide 
range and is backed by 
a wealth of experience 
gained in producing 
satisfactory systems for 
leading bottlers in all 
parts of the country. 





Products are Distributed by The Liquid Carbonic Corp., Chicago 
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Ginger Beer 
Ginger 
KIQS 10Vv¢é 
1aqas lina 


If you're looking for a sure-fire popular drink 
for the entire family 


THIS YEAR IT'S GINGER BEER! 


DON'T GUESS...USE D&S 
POLAK & SCHWARZ, Inc. 


667 Washington St., New York 14, N. Y. 


Midwestern Office: 173 W. Madison Street, Chicago 2, Ill. 
Representatives: Milwaukee - Los Angeles - San Francisco 
Canadian Office: Polak & Schwarz (Canada) Ltd. 
Box 39, Station "A", Toronto, Ontario, Canada 




















HALLOWELL 
eliminates 
Gottle sorting 

_. ttle ONE BOTTLE TRUCKS 


for NLL FLAVORS FOR 


0 RANG E Tough jobs are easy with these sturdy, 2-wheel HALLOWELL 
Trucks. All-welded, all-steel construction minimizes weight 
(heavier model #738 weighs only 50 Ibs.), cuts main- 
LEMON tenance costs, lengthens truck life. Ribbed, angle-form 
steel nose carries heavier pay loads without bending, 
reinforces ‘“UNI-TRUK" at point of severest stress. Two 
- popular models: + 738 with 8’ wheels and braced legs; 
Li ME #734 with 6'' wheels, no legs. 
Write for Bulletin 718-2. 


HALLOWELL 
ROOT BEER MATERIALS HANDLING EQUIPMENT 
-§PSios eee 
CHERRY ee 
STRAWBERRY | cROWNS 
...-As You Need Them! 
GRAPE aa wo You eae vr 
CREAM 
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The SUN SPOT bottle is used for ANY 
or ALL SUN SPOT flavors. No neces- 


sity of a separate bottle for each PENN has been servicing the 
industry with Precision-made 


flavor. With the single exception brightly lithegrephed 
of ORANGE, any other flavor is CROWNS for more then 28 


years. 





optional. 
Need delivery in a hurry? Need special 


THE SUN SPOT PLAN iS FLEXIBLE! decorations? — Stock designs? — Just call. 


We also manufacture metal screw caps from 
18mm up to 89mm. 


Write for complete details to 


\ SUN SPOT COMPANY OF AMERICA 


1520 RIDGELY STREET 
BALTIMORE 30, MD. 


Penn Cork & Closures, Ine. 
Evergreen 9-4416, 7, 8 and 9 1155 Manhattan Ave., Brooklyn, W. Y 
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yeneral maxi 

mum p z 1¢ froze out any 
Increases, eX 

in one 

the 39th annual 

Ohio Bottlers of 


at Cleveland, 


AWARD FOR SERVICE 
Rudy Miller, left. of Miller-Becker 
Co., Cleveland, long active in 
Ohio association affairs, receives 
a gift in appreciation. Presenta 
tion is made by Clair Mantz, 
association director. 





OHIO DUO 
Smiling handsomely for the N.B.G. 
cameraman are two of the Ohio 
association's top officers—Mary 
Lou Marlay, secretary, and Julius 
Darsky. vice-president. 
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Frozen Juice Competition 
Cited At Ohio Convention 


February 12 and 13. Instead, the 
fine program, which drew a regis- 
tration of over 200 (with 95 bot- 
tlers representing 75 plants pres- 
ent focused attention on such 
questions as the competitive aspects 
of the concentrated frozen fruit 
juices, the status of the industry in 
relation to the defense program, 
employee-management relations 


and other key topics 


The list of speakers was im- 
posing, with such trade and _ busi- 
ness luminaries appearing as John 
J. Riley, A. B. C. B. secretary; M 
J. Becker, National Bottlers’ Ga- 
Editor; Raymond Moley, 
Newsweek 


E. H. O’Connor, manag 


zette’s 
contributing editor to 
Magazine; 
ing director of the Insurance Eco- 
nomic Society of America; George 
Rodriguez, vice-president of Mis- 
Hess, 
Fred 
Sebulske, former president of the 


sion Dry Corp.:; Myron J. 


manager of S. Twitchell Co.; 


Pennsylvania association; and for- 
mer Ohio Governor Tom Herbert 
National 


said in his address that serious as 


secretary J. J. Riley 
the outlook can be, we can look for 
ward with confidence to the future 
He reported no recommendation by 
the Treasury Department for a 
special excise tax on soft drinks, 
but said the danger was not ove? 
because the 


entire tax program 


would be under discussion for 


months. He briefly analyzed the 


tin, glass, paper, manpower and 
price freeze situations, and pro 
jected their effect on the industry 
Manpower, he declared, appeared 
the trade’s number one problem ol 
the moment. The first petition for 
industry adjustment under the G 


M. P. R. was filed by A. B. C. B., he 


reported, and pointed out that it” 


calls for no restrictions on deposits 

N. B. G. Editor M. J. Becker, Mi 
Hess with Mr 
Riley, constituted the panel speak 


Rodriguez and Mr 


ers on the subject of the canned and 


frozen juices, the first three mak 


ing individual statements. Both Mr 
Hess and Mr. Rodriguez expressed 
the opinion that the concentrated 
juices did not represent competi- 
tion for bottled soft drinks, an 
opinion not shared by Mr. Becker 
and Mr. Riley. Mr. Becker pointed 
out the increasing production and 
sale of frozen juices, which in 1950 
reached 21 million gallons, and re- 
ported on a survey made among 


bottlers in many sections of the 


country which revealed their grow 
ing concern over the inroads made 
by these products on soft drink 
sales. All the 
agreed, however, on the point that 


panel members 
positive aggressive advertising and 
promotion of soft drinks would be 
necessary to maintain this indus- 
try’s position. They also agreed 
that the makers of canned products 
should answer to the licensing and 
regulatory laws applying now to 
bottled soft drinks and not seek 
special privilege, as they have been 


doing 


Mr. Moley made an outstanding 
address on basic principles of gov 
ernment action and policies and 
called for fuller participation of all 
citizens in State and National gov 
ernment affairs. Mr. Sebulske de- 
nounced discriminatory special tax- 
es on soft drinks, with which he has 
had considerable experience = in 
Pennsylvania, and called for vigi 
their enact- 


lance in preventing 


ment in other States 


On the social side, the delegates 
and ,supplymen (73 present) en- 
joved two business luncheons, the 
innual banquet, and the ladies had 
an entertainment program of their 
own. Demonstrating their affection 
for mite-sized Mary Lou Marlay, 
the association’s secretary, the en 
tire convention conspired to give 
her a surprise gift of a television 
set 

The association, in its considera 
tion of internal affairs, is actively 


embarked on the writing and 


91 











adoption of a “Guide of Practice” Board of Directors: Har ry 


Co., East Liverpool; Warren Pabst, 
0., J. Pabst Sons Co., Hamilton and 
Jones, Royal W ( Harrison, Coca-Cola _ Bot- 


in dealing with consumers, dealers, Crown Beverage Co., Columbus; tling Co., Washington 


which will take six lines of approach Schmidt, Nesbitt Bottling C 
to better ethics and better relations Columbus; M M 


business and civic affairs, manage Kenneth Kerr, Jr., Pepsi-Cola Bot Supplymen members: Ed. New- 


ton, Pure Carbonic; Bill Jackson, 
Mitchell and Smith; Lupton Rain 


ment-employvee relations, suppliers tling Co., Athens; Julius Darsky, 

and competitors Pepsi-Cola Bottling Co., Akror 
The convention ie fol William Davis, Squirt Bottling Co., 

lowing officers Greenville; Fred Mandel, James 


President M M. Jones, Royal Vernor Co., Cleveland; Jack Read- 


water, Chattanooga Glass Co.; Don 
Cummings, Liquid Carbonic Cor- 


poration 
Crown Beverage Co.. Columbus: er, Coca-Cola Bottling Co.. Dayton; 


Vice President Julius Darsky, Clair Mantz, Norka Beverage Co., 
Pepsi-Cola fottling Co., Akron; Akron; J. C. Mashburn, Coca-Cola 
Treasure) Joseph Howe, Vess Bottling Works, Cincinnati; R. J 


v 


New Mexico Bottlers Elect 
New Officers 


Beverage Co., Columbus; Secretary Williams, Williams Bottling Co., Morris S. Dickinson of Tucum- 
Miss Mary Lou Marlay, Colum- Pleasant City; Leonard Webber, cari was elected president of the 
bus Crockery City Ice and Products New Mexico Bottlers of Carbonated 
: Beverages at their annual conven- 

tion in Albuquerque, January 27- 


28. Other new officers are John 





Marshall of Santa Fe, vice-presi- 





dent, and L. A. Cure of Tucumeari, 





secretary 

The new board of directors in- 
cludes J. A. Hart of Santa Fe, Mrs 
Merle Voiers of Deming, Sam Link 
of Deming, and Messrs. Dickinson, 
Marshall, and Cure 

Bottlers of seven-cent drinks 
urged more uniformity in pricing 
during a panel discussion at the 
convention, but the remaining bot- 
tlers still merchandising for five- 
cent retail prices said they would 
continue their prices as long as 
possible 

Questions of deposits on contain 
ers and wartime restrictions on tin, 


steel, sugar, paper, manpower and 


‘8 me etre, | 
we WU 





That's what progressive bottlers say about 
packaging their brand in Glenshaw Color- 
Print Bottles. Why? Because they bring 
your trade-mark in color—right on the 
glass—direct to your trade. They eliminate 
costly labeling operations. They speed 
returns and provide lasting identity 
ADDED ATTRACTION 
Screen funnyman Roscoe Yates 
is the “extra attraction” in this 
j shipment of Creme-O-Coco going 
GLENSHAW to Travis Field in a U. S. Air Force 
TT ~—se plane—with the compliments of 
Ys bom 1 AL Globe Bottling Co., Los Angeles. 
rr, parent company for Creme-O- 


Cola, a chocolate drink, and Wil- 
shire Club beverages. 


Glenshaw Glass Co., Inc., Glenshaw, Pa 
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ONLY pes TERR when a new os looked like this— 


\ 7-Up! was just an infant! | 


TODAY it’s a household word 


throughout America... 





The Al Family | Drink / 











... do more people buy 

Nesbitt’s than any other 

Orange soft drink) 
fo) 


Because it is the best tasting and 
most advertised drink of its kind 
in the country. 


In every Nesbitt franchise terri- 
tory you will find it is the con- 
sumers’ choice by a wide margin. 


Our representative will be glad 
to call on any interested bottler 
in any open territory. 


NESBITT FRUIT 
PRODUCTS, INC. 


2946 EAST l1th STREET 
LOS ANGELES 23, CALIF. 


Nerbitls name on an orange drink 


Pe 


Truck Maker Launches 
“Keep 'Em Rolling” Drive 


* 10 POINT PROGRAM ~ ~—~~——- 
= 


re) 


TRUCK CONSERVATION PLAN REVIEWED 
J. N. Bauman, vice-president of The White Motor Company. reviews the 
ten-point Emergency Service Corps program with the three national 
service managers at White who are directing the plan to keep White 
Trucks in good working condition for the duration: (left to right) Freeman 
G. Allen, general service manager, Henry J. Nave. service sales manager, 
and Wallace L. Pepin, parts service manager. 





Fu White Motor 


Cleveland, has put its service and 


Company, 
parts operations on a_ mobilized 
basis to keep White Trucks rolling 
during the national emergency. The 
formation of an Emergency Service 
Corps was recently 
J. N 
White, and the nation wide truck 


announced by 
Bauman, Vice-President of 
conservation and parts availability 
program has already been launched 
among the company’s more than 500 
“With 


materials and 


outlets strict controls of 


critical manpower 
shortages bound to develop,” Mr 
Bauman said, “it is important that 
we take this advance step in our 
service and parts divisions to as- 
sure efficient truck operation during 
the emergency for White owners.’ 

The new ten-point E.S.C. pro- 
gram provides a systematic plan to 
keep available White parts on hand 
in localities where they actually are 
needed. The first phase calls for a 

White equip 
throughout the 
United States. New Whites now be- 


registering of all 
ment In service 
ing produced bear an E.S.C. “dog- 
tag” listing serial and model num- 


bers of chassis, engine, transmis 


sion, axles and other major parts 
and assemblies. Tags are being as- 
signed to all trucks now in service 
through the registration plan now 
in progress through the White field 
organization. 

All this parts information plus 
other salient facts about the opera- 
tion of each White now in service 
will be cataloged and an inventory 
control system established at the 
Cleveland plant and integrated with 
all the branches, distributors, deal- 
ers and service stations throughout 
the country 

This service requirement anal 
truck 
number and 


ysis showing location of 


equipment by serial 
model number, its age and esti- 
mates of parts needs and service 
labor requirement, is the backbone 
of the system which will make pos- 
sible a much better projection of 
parts requirements for scheduling 
and distribution. 

It will project needs and permit 
White to plan its parts require- 
ments to obtain sufficient quanti- 
ties of needed materials and locate 
it where needs are bound to de 


velop 
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The Emergency Service Plan 
mobilizes the White organization 
and enlists the full support of all 
White owners. Already the White 
organization has been alerted to 
emergency needs for improved 
maintenance methods, new technical , Ne. 7 SANITARY TEE 


“know-how” and additional ma- Z. 
terials to provide owners with lat- 
est information on care of equip- 


ment and handling trucks to pro- 
. aiatiaiis . No. 12HR COMPLETE 
long life. ESC bulletins for owners SANITARY UNION 


will be provided on a regular basis 

for late information on parts avail- 

ability and maintenance. 
Another plan which White hi 


has 
had in effect for a number of years Ne. 21 ADAPTER = MALE NPT 


- ond SANITARY THREAD 
is also being given an emergency AGAINST 


basis—unit exchange plan for com- 
plete engines, water pump, starter PRODUCT CONTAMINATION 
and generator, distributor, fuel 
pump, air compressor, hydrovac, 


. ' s aid O-WAY ECCEN- 
carburetor, axles, transmissions, A fia : : 
N examination of Tri-Clover sanitary fit- THic “WALVE™ Destned etpe- 
and other units will enable trucks cially for bottlier's vse. 


: tings, valves, pumps and specialties will con- 

to keep on the move for the great- : BS» h P h P é Pe Z é 
' vince y a y tion 

aT ee ae ince you that here is your finest protec 


possible time out of service against product contamination. The close 
pos: t V 
Another phase of the E.S.C. plan grained, flawless surface and the exclusive Hi- 


includes attention to drivers with a Gloss finish of Tri-Clover products truly ex- 


" : ds ; sos : . No. 60¥ 
Driver's Manual,” provided — to emplifies the positive protection and cleanliness | srraint WAY 
make the driver more alert to safety that is so necessary in processing foods and | COMPRESSION VALVE 


and proper maintenance methods, beverages 





especially in emergencies. | sa. aae-ellicanlile 
Directories of White Truck head- Tri-Clover has spent over 30 years in de- COMPRESSION VALVE 

quarters are being provided each veloping the most complete line to satisfy 

owner so that there can be no delay every product demand and piping problem. 

in locating White outlets regardless Careful, precision fabrication methods have 


of where the truck may be in ser- developed this superior line. Leak proof . 


vice easy to install . . . easy to disassemble and clean SPECIAL “SUPER SPEED" 
: ‘ BOTTLER'S TOO! a 1 

. long life... completely sanitary . . . exclu- contains all tools necessary to 

‘ completely install and service 

sive designs ., . these are the features that bene- Pag sanitory lines, in hondy 





fit Tri-Clover users. 


Satisfy all your fitting, valve, pump, tubing 
and piping requirements from this one depend- 
able source. Specify Tri-Clover throughout y 
your plant, and assure yourself of the finest. ee. Sree 


« @ complete line of 
4 ’ ~ . . m non-clogging Sanitary and In- 
See your nearest jobber or write us for infor pace 7 Ag tng, Beech a 
° food processing — bottling — 
mation. chemical and general indvs- 
triah use 
LOUISIANA OFFICERS 
Elected to head the Louisiana Ewen SE aw © Se. Michigan, Chicage 3, vu. Ss. A. 
Bottlers Association at the recent 
annual meeting of the association 
were Joseph Eros, left. president, x - 
and O. A. Boehmer. vice-presi- : Our 
dent. Mr. Eros is associated with j 
the Baton Rouge Coca-Cola Bot- 3 
tling Co.; Mr. Boehmer, with the % MACHINE C oO. 
Zetz 7-Up Bottling Co. in Baton a ateneshe. 
Rouge. Not shown is association eh esis Stet ey . 
secretary-treasurer Harry M. ; 
TRIALLOY AND STAINLE ; 
England, of Gulf Bottlers, Inc., SANITARY FITTINGS. VALUES Wauaiee Fiemct SND. 
New Orleans. PUMPS, TUBING, SPECIALTIES INDUSTRIAL PUMPS 


THE Complete LINE 
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Off-Season Good Time 


For Sales Training 


KVA/ 


Working in a “mock-up” of a retail outlet. a Dad's route salesman 
practices his selling technique during the winter sales school. Other 


members of the class wait their 
demonstration in process. 


turn. while acting as judges of the 





sé BLAST of icy winter wind 


whipped down Chicago’s Diversey 
Avenue and lashed at the barren 
trees that lined the street. The win 
ter wind called for warm fires, and 
overshoes, and steaming hot jugs 
of coffee, and it called for action 
SJecause the Dad's Root Beer trucks 
rolled into the plant at the usual 
time, Just as darkness settled over 
the city, and they rolled in with 
the usual disappointing total of 
dealers. Al 


Sales and 


thrown off to 
Boynton, 
Merchandising for Dad's, 
trucks 
afternoon in December, walked into 


Cases 
Director of 
watched 
a few come in that cold 
his office and drew up his chair 
The next morning he approached 
management with a “hot” solution 
The proposal was a winte ales 
school for Dad's 


salesmen. The formula was simple 


route 


training 


96 


While 


definitely 


it was true the period was 
“off-season,” it was felt 
that a program could be initiated 
that would do double duty. First, 
sales could be increased during the 
“off-season” in the face of adverse 
conditions 


winter Secondly, the 


“plowing and planting” could be 


done preparatory to the “summet 
harvest.” The proposed winter sales 


Dad’s 


salesmen was to start immediately 


training school for route 
Dad’s management backed the pro- 
posal, and the wheels began to tur: 

First of all, it was decided to 
run the school for a solid week in 
the modern clubroom beneath the 
Chicago plant. Ten to twelve mer 
would be brought in at the same 
time, and they would devote their 
time exclusive ly to attending school 
Some of these men would be brand 


new men, and some of the met 


would be pulled from existing 


routes. No route would be left va- 
cant. If a man was scheduled to 
attend school, his route would be 
taken over by a supervisor, or his 
route would be condensed tempo- 
rarily with another route. This was 
done for four weeks, so that a total 
of about 50 men plus six district 
managers went thru the school. 

$v using this system, it would 
© possible to keep all accounts ser- 
viced, and at the same time, make 
it possible for the route salesman 
to devote his attention to the 
school 

At the end of a given week, this 
group would graduate and a “fresh” 
group would come in. Here was 
no school to tell men “what” to do 
Every route salesman knows what 
he should do to get more volume 
This school was to be a practical, 
down to earth demonstration of 
“how” to do what every route sales- 


should do. All im- 


points would be 


man Knows he 


portant covered 
and demonstrations of these points 
would be given by the Dad’s route 
salesme! Al Boynton plus” the 


route salesmen would run the 
school 

Training aids would consist of 

al, bottles and cases, cooler, 

fake counter, and a_ blackboard 
nothing fancy, just the bare essen- 
tlals 

On a cold Monday 


week later, the school yot 


morning, a 
under 
way. Surprisingly, it flowed smooth- 
lv from the first bell. The route 
salesmen enjoyed this paper and 
pencil treatment The general 
theme was “A man who prepares 
for his job, prepares for his fu- 
ture.” Well 


Was established 


organized discipline 


during school 
hours. Classes started on time and 
ended on time. The men were given 

ten-minute break twice in the 
morning and twice in the afternoon 
They kept notes and were given 


After a sub- 


questions to answer 


ject had been thoroughly discussed, 
each man was called upon for a 
demonstration 


For example, one of 
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the points covered was the “planned 
call,” which consisted of checking 
outside advertising, greeting the 
dealer in a friendly manner, check- 
ing inside advertising, checking the 
cooler, checking case stock, check- 
ing merchandise on the floor, soli- 
citing the order, collecting the bill, 
and telling the dealer when you 
will return. One at a time, every 
man was called upon to run through 
this routine. During the man’s 
demonstration of the “planned 
call,” the “grocer” asked questions 
in an attempt to throw him off the 
sequence of the “planned call.” 

At the conclusion of the school, 
a general test was given and one 
of the questions asked for general 
criticisms and comments concern- 
ing the school. Following is an an- 
swer by one of the Dad's route 
salesmen attending the school 

“The course clearly explained my 
relationship as a route salesman 
to my dealers. It showed me prac- 
tical ways to handle nearly every 
problem that comes up in the deal- 
er’s store. I learned to make the 
customer’s troubles my troubles 
and how I could help my customers 
do more business with the help of 
Dad’s Root Beer. I learned to con- 
sider each dealer as an individual 

and to be interested in this one 
dealer only while I was in his store. 
I had to make the dealer feel that 
I was really interested in him—in 
order to get him interested in me 
and my product. And I know I will 
be a better salesman—now that I 
have finished the course. Everybody 
connected with the school did a 
and I felt that the com- 
pany is really interested in-my fu- 


swell job 


ture.” 

Of course, the important ques- 
tion in the minds of everyone con- 
cerned was whether the Winter 
Route Salesmen’s School would pay 
off. To date, in the territories now 
serviced by route. salesmen that 
have been through the school, there 
has been an average increase of ap- 
proximately 45°; in sales. 

In some territories, where a 
brand new school man was put on 
an old territory, there was as much 
as a 93.2¢ 


increase 
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Every package must ‘'stand up 
and be counte@y. No slipping 


over two at a time as sometimes — , 
happens with conventional con- — 


veyor-line counters. Packages 
may move as an endless chain, 
snug against each other, yet the 
Alvey Case Counter separates 
each unit for counting. A posi- 
tive stop and air-cylinder lift 
work as a team to assure accu- 
rate count regardless. Get de- 
tails. Write for Bulletin CC-1 


ALVEW 


GS. ht th Pere: L 
C7: 


compact 
reliable 


accurate 


PACKAGE CONVEYORS 


ALVEY CONVEYOR MFG. CO.+ 9293 Olive St. Road, St. Louis 24, Mo. 


tae COME OR VEYORS * 
ad co onvere ORS * evORS * 


vertical 


c ee es 
g BAR ors yORS 
“ co aoe CONVET OUER 

‘ <1 TAS 


Bce 








tling Company : Fred Varni, 
of the Mission Bottling Co., Mer- 
ced, who served in World War Il, 
is back in the armed services again 
The concern is headed by his broth- 
G. M. Cook, head of the Dr er, John D. Varni 

per Bottling Company, Russe cud - ; 

kk a aliaeilidiien- Mek weliinuiinss ‘ol Ford Wright has been elected a 

“Tron Lungs” in the local March of director of The Coca-Cola Bottling 


Dimes Dr ve New president of Company ot New York. Stanton 


the New Orleans Community Chest W. Pickens, general sales manager 

Richard W. Freeman, president of the Charlotte Coca-Cola Bottling 

ERMOLD DESIGN HONORED 
Ralph A. Ostberg (left), President, 
Edward Ermold Company, New 
York, receives a special certifi 
cate of award from Robert A. 
Wason, Eastern Editor, “Design 
News.” for excellence in general 
mechanical design of the Ermold 
Automatic Unpacker. The ma 
chine for which the award was 
given was developed and intro- 
duced to the market about a year 
ago. 


the Louisiana Coca-Cola Bot- ‘o., at Charlotte, N. C., has been 


named director of civil defense in 
the Charlotte area David Ras 
coff, of Beverages by Hammer, has 
again accepted le =chairmanship 
of the Beverage an Allied Trades 
Division of the United Jewish Ap 
peal of Greater New York. Mr. Ras- 
coff, who had been a co-chairman of 
the industry’s drive for the United 
Jewish Appeal in 1948 and 1949, 
Was first elected to the chairman 
ship in 1950. He is president of the 
Metropolitan Soft Drink Board ot 


Trade and a trustee of the New 


Si s 
lo preserve the qualities of your soft 
drinks and fountain syrups so they’re 
sure to deliver sipping satisfaction, 
use Monsanto Sodium Benzoate in 
flake form 
Monsanto’s sodium benzoate flakes 
ire easy to use. They are practically 
dust-free and do not ball or cake. The 
flakes dissolve with ease 
While Monsanto recommends flake- 
form sodium benzoate, both flakes and 
powder are available. For information 
on the use of sodium benzoate as a | 
preservative, write for Monsanto's 16- CHEMICALS ~ PLASTICS 
page booklet, “‘Benzoic Acid and the } 
Benzoates.’’ Address any Monsanto 
Sales Office or MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Divi- 
sion, 1700 South Second Street, St SERVING INDUSTRY...WHICH SERVES MANKIND 
sans 6, Heo KIST FOR THE KIDS 
DISTRICT SALES OFFICES: Birmingham 
Boston, Charlotte, Chicago, Cincinnati, Cleve | These four youngsters are the 
land, Detroit, Houston, Los Angeles, New York | biggest boosters of Kist bever- 
Saude be Cased, Mice (meets Lak ages up around Greenport, H. ¥- 
Montreal | They should be ... as “daddy 
is Lester J. Wells. head of Green- 
port Ice Co.—a Kist operation. 
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D. B. O'Neal 
Dorwin O'Neal, 39, credit man 
iver for the George J Meyer Mfg 
pS at ; Co., Cudahy, Wisconsin, died in an 
Hu J . auto accident February 4 Mr 
department of O'Neal became credit manager of 
» Company, st the Meyer organization in 1945 
at year’s end 
the organiza LaReux Rogers 
ary to the LaReux Rogers, 42, president of 
Grigg, who orig the Grapette Bottling Company, 
HEADS RED CROSS DRIVE i! ven-Up, when the firm was Kansas City, Missouri, died Febru- 
Norman Seversen, general sales known as t Howdy Company ary 4th 
manager of the Seven-Up Bottling 
Co., of Brooklyn. N. Y., has been 


named Chairman of the Carbon 
ated Beverage Division of the 


Brooklyn Red Cross 1951 Fund 5] t 
Drive. A prominent bottler, Mr. 
Seversen is a director of the New § Z W, 


York State bottlers’ association 
and past president of the Metro 


politan Soft Drink Board of Trade. 
eeeeoeeeee#ee#e#8e#es*® OW Wan 
a 


sottlers of Carbonated 





York State 
Beve rages 
I. G Brown, Director 
Thomas — Hill cngineering 
Hull Limited, and Wincolmlee 


making «business tip to Ti SALES BY-THE-CARTON 


i, ( evion, 


‘come aot fo ee> MORE PROFITS | 


Visiting many of the 


he has also been 


ipon others in 


— ' DEPEND ON 


+ t 


Keller, assistant 
troller of Armstrong Cork Co., 


Lancaster, Pa., has been appointed 


chairman of the technical program 
ommittee for h thirty-second 
il international cost confer 


onl) a7.) Me), ee 1-1 1 _-e OVERNIGHT! 


WRITE FOR COMPLETE 


FRONTIER CATALOG. 


CANADA DRY AWARD 


A certificate of excellence, award- 

ed to Canada Dry Ginger Ale, is . CREE AERO 
received by vice-president W. M. . 

Collins from Maurice C. Dreicer F 

left. whose Food, Beverage and 


Tobacco Testing Bureau (a gov MANUFACTURING COMPANY 


ernment group) made the award. ~ DALLAS «© TEXAS - 


The award called the beverage 343. “SAFETY CHALLENGER’ 
a superbly fine product. ONE OF THE FAMOUS FRONTIER LINE P.O. BOX 7346 
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Follow These Marketing Rules 


oye 
| 


[here are basic principles which govern efficient 
marketing. It pays to know them and use them. 


Errcen production methods cance to all industries. Let’s con advertising or sales promotion if 
and equipment are obviously sider these rules in the order of you have reason to believe the new 
necessary to lower costs. The bever their importance and see whethe. program W ill succeed. Business men 
age business has, however, made all or some of them may not be who are not afraid to back their 
far greater strides in the direction guideposts to higher net profits in judgments, to blaze new trails, to do 
of efficient production than in the the marketing of beverages things in new and novel ways, more 
field of economical distribution The first applies to merchandis often than not show the greatest 
When the bottler checks over his ing methods. Bottlers are prone to progress 
operating statements he usually be skeptical of innovations and to The next principle of efficient 
finds that “‘cost of sales”’ constitutes follow the main-travelled roads in bargaining to guard against is to 
a larger outlay than he had antici distributing their products. In the avoid entering territories that you 
pated planning of operations for the com are not equipped to handle economi- 
There are certain basic rules ing year, don’t be entirely circum- cally. Many a_ bottler has lost 
which govern efficient marketing scribed by convention. Dare to do money by attempting to expand his 


and which apply with equal signifi- something different in the way of territory coverage to the point 


soiiiaiiliaite BOILER & ENGINEERING CO. 


to Impulse Items 2414 DeKALB STREET ST. LOUIS 4, MISSOURI 


Stange Golor puts the SELL Get Full-Rated Capacity...Plenty of 
in Impulse Sales. Low Cost Steam with a KISCO-BILT 


CABINET BOILER 


EXCLUSIVELY DESIGNED FOR 
GAS OR OIL FIRING 


. . gives you tully automatic 

steam production. No fireman 

needed . . . It operates almost 

entirely without human atten- 

“ ¢ } —_—— tion. And because it +s auto- 

| - H matically controlled it main- 

~ ‘ | ' tains even pressure, uniform 
? CERTIFIED 4 i water level and steam space 


at all times, which results in 


BRAND FOOD COLORS = . caopcten’ “ee em | 


Write for 
Catalog DC-3 


? 
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BOTTLES PER CAPITA 
MINIMUM IN YOUR FIRST 
YEAR OF OPERATION 

WITH DAD’S PLAN! 


A Dad's Franchise gives you 
BIG VOLUME PLUS BIC PROFITS! 


HUNDREDS OF 
SUCCESS STORIES! 


62 New Markets 
opened in 1950 


They investigated and acted, 
Why not you? 








Write, wire, phone, or mail coupon for 
full details about Dad’s guaranteed 
Franchise Plan. 


abhioned Dad's Root Beer Co., Franchise Division 
THE Old Fi R 2800 N. Talman, Chicago 18, Ill. 
Yes! give us complete information on DAD'S Cuaranteed Franchise 
— | T a E if Plan, without obligation! 
we (Please print or type) 


FIRM NAME 


DAD’S ROOT BEER CO. a 


ciTy_ STATE 


2800 N. Talman Ave., Chicago 18, Ill. 


_ Ss Te 





Where some of his customers wert imount of high pressure selling can The fifth principle is to watch 


being served at too high a cost build and maintain demand for a your competitors’ quality, price 


, 7 : beverage unless it is of the quality structure oreh: sing th- 
Don't Sacrifice Quality 1 . icture, and merchandising meth 


that insures repeat sales ods closely. It is axiomatic that if it 


The third principle is never to The fourth principle seems ob pays to doa thing, someone will find 
sacrifice quality 1 order to reduce vious and yet it is often overlooked a way to do it. This does not mean 


cost. Experience has shown again It pertains to good service—good that it is advisable to copy methods 


and again that inferior products service to the dealer and to the con- and plagarize ideas, but it does 


cannot hold their own against prod sumer. This does not necessarily mean that vou mav find it advisable 


ucts of higher quality, regardless mean daily or hourly deliveries and to change vour policies and prac- 


f price concessions. Always remem a lot of other extra donations in the tices from time to time in order to 


ber that no amount of advertising way of sales helps, but it does mean meet changing competitive condi- 


permanent market f service that meets the customers’ tions. It is, therefore, advisable to 


everag ute a wants in all essential details be consistently aware of those con- 
ditions before the situation gets out 
of control 

Decentralization of authority has 
proved effective in many large cor- 
porations and should prove equally 
so in smaller companies. If a bottler 
is operating a business of any size, 
he will find that the policy of keep- 
ing all control of detail and activi- 
ties in his own hands is self-defeat- 
ing. The way to build a good or- 
ganization is to pick men who are 
capable of assuming responsibility 
and exercising initiative, then give 
them the opportunity to carry on. 
This is the way to insure a progres- 
sive spirit and morale among the 
people who will be called upon to do 
the majority of the work 

The next principle of efficient 
marketing is to solve controversies 
and meet issues immediately—never 
allow them to drift indefinitely, hop- 





ing that they will be forgotten or 
will solve themselves. Too often the 





little controversies and irritations 
develop into major differences be- 
tween labor and management, be- 
tween a company and its customers, 
@ They are built to last indefinitels between a bottler and his associates 
‘ in the same field. It may be well to 
@ They are designed to drain allow conflicting factions to cool 

completely —clean easily lown, and to seek complete informa- 


@ They retain their shiny, Sy fo pe tion before taking action, but pro- 


sanitary features Wire, ee ‘ or , crastination beyond this point may 


be destructive. 
@ bnabling vou to cut costs more 


every year they are in use est, 1p, Observe Business Ethics 


The last and not by any means 
Branch offices: 330 W. 42nd St.. N.Y. 18, N. Y¥.; the 
W. Washington St., Chicago 2. INL; 818 Olive St _ 
Louis 1. Mos 2070 West Grand Blyd., Detroit 2, arke r reserve ; ig 
Mich.; 1719 Lat Natl Bank Bldg., Cineinnati2.O.; marketing is to preserve a high 


. \ C J in 
, Commercial Trust’ Bldg., Philadelphia 2, Pa.; 751 standar Ps eltaies : = ae 
] } | 7 if] i a\f Spar ng sere ag Ede, peed Mir standard of ethics in all business 
{ { | | Bldg.. Chattanooga. Tenn.; P. O. Box 4066, Dallas, spat The ; icles 
exas; Taslor St.. Elyria. O.; 1346 Connecticut Ave., operations. W he n you play square 
N Washington 6. D. ¢ 121 Bauman Ave., Pitts- wi , r a ee , * CLS 7 
Pa.; P. O. Box 1081, Minneapolis, Mina.; ith your employees, your custom 


e Plaudier Sales Co., 1325 Howard St.. San Fean- lites ye : - pees 
R CO., Rochester 3, N.Y. zat Wahine Bled tec hngeles. Cone ers, and your competitors, you are 


least important principle of 
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on the straight road toward build- 
ing an enviable reputation for your 
business as well as increasing the 
value of that intangible “good will” 
Which is the ultimate aim of all «ad- 
vertising and merchandising. And 
speaking of ethics, we do not refer 
to staying within the limits of the 
law, we mean such things as always 
standing back of your word, never 
misrepresenting your products or 
services, and never violating a trust 
or confidence 
This principle covers a lot of 
little things which are often over- 
looked in the day-to-day struggle of 
getting ahead, and which often have 
effects which are far out of propor- 


tion to their actual importance 


New York Service Club Inducts 
Officers At Big Meeting 

Members of the Bottlers Service 
Club of New York and New Jersey, 
at their regular monthly meeting 
on February 8, inducted into office 
the new officers for 1951. The meet- 
ing Was attended by nearly 50 sup 
plymen and 9 invited guests. 

The guests were all bottlers, the 
major officers of the three principal 
associations with which this service 
club is affiliated—-the New York 
State Bottlers of Carbonated Bev- 
erages, the New Jersey State Bot- 
tlers of Carbonated Beverages, and 
the Metropolitan Soft Drink Board 
of Trade, the New York City asso- 
clation 

Representing New York State 
were Homer Davis, president; L. E 
Kitch, second vice-president and J 
R. Van Schoonhoven, secretary. The 
New Jersey association delegation 
was headed by Al Turtletaub, presi- 
dent; Anthony Masi, 
president and Jack Kessler, treas- 
urer. The Metropolitan Soft Drink 


second vice- 


Board of Trade was represented by 
Dave Rascoff, 
Rogol, first vice-president and 
Matthew Widlicki, treasurer 

The members of the four organ- 
frankly their 


problems and 


president; Max 


izations discussed 


mutual exchanged 
viewpoints and opinions on a num- 
ber of subjects, including prices and 
deposits. A proposal by A. C. 
Schwartz, Glenshaw Glass Co., that 


the service club sponsor a contest 
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for a national slogan applicable to 
all soft drinks, and to be used by all 
bottlers, resulted in the formation 
of a special committee. 

The outgoing officers of the ser- 
vice club—-Andy Torter, president; 
Joe Greenberg, treasurer; and Ken- 
neth Stelter, secretary—were pre- 
sented with gifts by the club, the 
presentations being made by 
M. J. Becker, NATIONAL BOTTLERS’ 
GAZETTE editor. Mr. Stelter was 
elected president of the 
‘lub for 1951. 


service 


H. B. Dorris, Jr. 


Henry Bolivar Dorris, Jr., vice 
president of the Dr Pepper Bot- 
Fort Worth, Texas, died 


Dec. 30. He was 39. 


tling Co., 


A. C. Fullmer 

Arlington C. Fullmer, 76, presi 
dent of the Coca-Cola Bottling Co. of 
Alliance, O., died Dec. 24. Mr. Full- 
mer had spent nearly all of his life in 
Alliance, and entered the soft drink 
business in 1916. He took over the 


Coca-Cola franchise in 1924. 
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JUDGE! 





For just one dollar you can judge for yourself how good 
MarBert Cola is, how popular it will be as your cola. Use 
the coupon below, get a gallon of bottling syrup*, and make 
your own tests of this fine concentrate. Its low cost and high 
quality are good insurance for profitable sales. Two out- 
standing flavors: MarBert Cola and M-P Cherry Cola—ask 


for your choice today! 


YOU CAN'T BUY BETTER CONCENTRATE 


MarBert Coa 


MARBERT PRODUCTS, INC., 19 E. Lombard St., Baltimore 2, Md. 


“Syrup available for tria 
and M-P Cherry Cola are re 


y to bottlers in U. S. and Canada. MarBert Cole 
guiarly solic a$ concentrate 


= =o! eSeeee oe eaeeecoeaeceaoe © 


MARBERT PRODUCTS, INC., 
19 E. Lombard St., Baltimore 2, Md. 


Here's your dollar, send a gallon of the flavor checked 


Name 


Company 


5 and information on prices to: 


Address 


8 cy 


Zone State 


}] MarBert Cola 


C) M-P Cherry Cola 
(Check here) 
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Mobilization Planning Stressed At 
California-Nevada Convention 


IT TAKES A LOT OF THEM 


New officers and directors of the California association are pictured 
above. Seated. left to right: George Culley. secretary: Andrew J. Dossett. 
president; W. B. Trueman, vice-president. and George Martinson, treas- 
urer. Standing, center row: A. D. MacDonald. R. L. Morgan. Frank Alessio. 
R. W. Getchel, R. G. Deary, J. L. Bispo, L. O. Farr, and C. Paxson. Stand- 


ing 


top row: George Grantham, E. O. Underhill, Frank Cramey. R. J. 


Steacy. Not shown are directors H. W. Fawcett. R. J. Cook. C. W. Hill 
and E. Whittington. 





California 


turers 


MES 


and 


Nevada 


arbonated Bev- 


last month received a “briet 


effects of 


rr'e 
pr 


ram oO! 


Meeting 


February 


ymv 


present 


wouk 


nation’s 


9 


record 


and potential 


mobilization 


soft drink industry 


Atlti 


nnua 
Los 


hat 


neces 


i cony 


sitate 


I ope rations 


hott 


adequate 


However, 


against 


the 


Y 


tney 


ni 
MeL TL it 


prudence 


advice 


attend 


| 
ers 


++ 


} 


buvyi 
ind 


rN 


and 


were 


ention, 
Angeles, 
the 


they 


changing 


Che one “item” now in short sup 
West 
One speaker termed the 


told 


ply in some Coast areas 


is 
manpowe! 
labor shortage 


“critical”, and 


bottlers to “commence to train old- 
er people, women and the physical- 
lv handicapped” 

The industry’s place in the new 


mobilization economy also was 
Said one 


drinks 


the last war proved this 


discussed indus- 


official : 
sential 


widely 


try “Soft are es- 


They really are a vital national as- 


set, and the industry is justly 
the 
the 


the 


proud of its contribution to 


welfare of our fighting men, 


all of 
working 


workers and 
folks 


inde? 


defense 
and 


ot 


other who are 


living certain degrees 


ension and anxiety” 


Sarring the imposition of re 


strictions 


faces 


the 


the industry 
ahe ad” 


informed 


some 


“good vears bottlers 


irther 
“There 


were 1 


will be more spendable 


1951 than 
vear in the history of the United 
States, the de- 


mand for soft drinks will be greatly 


income in in any other 


and consequently 


accelerated,” it was stated 


Price, Deposit Survey Discussed 


The California and Nevada asso 
ciation also reported on a price and 
deposit survey conducted amongst 
150 bottling plants. These were the 


findings: 


6 to 9 oz. field—Prices range 


to $1.60, but 
prices are 90c, $1.00 and $1.10 


10 


range 


from 75ce general 


to 12 oz. group—Prices 


to 


however, 


from &80c $2.40. Prin- 


cipal 90¢, 


$1.00, $1.10 and $1.20 


prices are 
In the quart field the prices are 
but 


most areas they are $1.45, $1.50 


more widely scattered, in 


and $1.60. Some are lower than 


this, and others higher, with one 
group getting S180 

Deposits on the 24-bottle case 
range from 50c to $1.00, and de- 
posits for the 12-bottle case vary 


from 60¢ to $1.00 


The survey took note of the fact 
that most deposits rates are much 
too low. Commenting on this point, 
an association official declared: 
“Those 


large and 


both the 


business, I 


who are in 
bottle 
am sure, experience a larger per- 
of the 


cent deposit than they 


small 


centage returned glass on 


five do on 


the two cent deposit. The two cent 
deposit bottle will become increas- 
ingly more difficult to get returned, 
as Was experienced in the last war 
when employment was and 
With at 


thirty-six dollars a cord, a wood 


high 


earnings large firewood 


beverage shell at two cents is 


this 


an 


excellent buy for purpose 


Quite likely, many beverage cases 
will be diverted to other uses than 
carrying the bottler’s glass to and 
from his dealer 

“There has been much discussion 
as to the proper deposit if an in- 
crease was affected 


seemed to feel that 


The majority 
three cents on 
glass and twenty-eight 


cents on 


wood would not, of course, liquidate 
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the cost of either but would lessen 

NOW! A SIMPLIFIED ACCOUNTING =<: 50 
. seem logical at this period of the 
yvear--when you have your inven 

SYSTEM FOR BOTTLERS tory peak of glass, wood and handi 

paks —to arrive at a more realistic 


deposit structure and put it into 
effect.” 





offers you 


As to the effect of increased 


prices on the bottlers’ businesses, 
@ Lower Costs : pate 
the speaker stated: They are 


highly recommended as a stimu 


@ Less Work 


lating tonic to the profit and loss 
statement.” 


@ Better Results 


Among the speakers who ad 





dressed the meeting were: Cecil R 
Barbee, A.B.C.B. Executive Board 
Member; M. L. Chapman, General 


Successfully Used and 
Endorsed By Hundreds of 


nly two books required: A unts Receivable and General Ledge Bottlers! 








Manager, California Fruit Growers 
Exchange, and Don Belding, Presi 


“Vy e /9 
| a SIMPLIFIED ACCOUNTING SYSTEM FOR BOTTLERS = dent, Foote, Cone & Belding, Los 


Angele Ss 





be cg [Tah SMUD ST] os te 
in years a use by the industry, it mn ae you CONTROLS COSTS... 

Eee, | -- ar 
reveal losses and protect profits. The National system is com 
tng end tainers Manufacturers Institute, 


C. Campbell, Dept. of Employment, 
Los Angeles, Calif; R. L. Cheney, 
West Coast Manager, Glass Con 
The forms which comprise the system, record 
the daily activities of your route salesmen, job- Halnuding Viebot® _ . . ee 
bers and bey plant porconsel. They eve cesily che cetiteend Sheet*? Inc.. San Francisco, Calif; George 
used by persons with no bookkeeping experi- Daily Sales Summary*t Culley, Association Secretary, and 
ence, they take no extra time to fill out, yet the Daily Cash Record* D. MacDonald : ‘al M: 

data they contain eliminates all other bookkeep- inventory—Full Goods and \ macWonaa, “seneral an 
ing requirements aside from your Accounts Re- Emptiest ager, White Rock Bottlers Com 


ceivable Ledger and General Ledger. Production Chart J hel 


Material Inventory 


The system is available to you in complete kits Record of Velephane or OF 


of all forms necessary for 3, 6, 9 or 12 months Se Ord sh Nieesncunc® 
operation. There is no installation cost and no p —< "h SI alcatel ac 
time need be lost in the changeover. Best of all, Ess hos . . 
the cost of the National system is probably far * Indicates your own bever New Officers at Convention 
less than you are now paying for unrelated, ages printed in column head : ama Oe a. 
inefficient, time-wasting forms. ngs Sanders Rowland, Coca-Cola Bot 


Alabama Bottlers Elect 


t Indicates complete instruc tling Company, Birmingham, was 
t inted : f ; 
S10 pier ak eee elected president of the Alabama 
CK FORMS FOR BOTTLERS PRICE . for an average Bottlers Association at the 32nd 
These forms are specially designed for use bottling plant with 5 service 
by bottling plants and are equally efficient salesmen and jobbers, $84.60 nage 
with the National or any other system of for 3 months, $139.03 for 6 February 12-13, in) Birmingham 
bookkeeping months, $212.10 for 12 Mr 
Form months. A complete price list ; E : as : 
No Description ties will be sent on request f the Nehi Bottling Co., Sheftield 
110 Mileage and Checking Chart 
per book $ .55 ; . 
111 Route Sheets—Blue (For Dea | tling Co., Gadsden, was elected vice 
ers), per 1000 7.50 WRITE TOD, LY! president, and James C. Lee, Jr... 
112 Route Sheets — Green (For F ‘ % 
Prospects), per 1000 For Free sample forms, Free analysis o Buffalo Rock Co., Birmingham, was 
Cup Mechine Survey per 1000 your requirements and Free suggestions 
Feuntein Fieture Surve per on your present accounting methods 





annual convention of the group, 


Rowland succeeds C. L. Beard 











James H. Pruett, Dr. Pepper Bot- 


re-elected secretary-treasurer 


1000 Be sure to follow ‘Simplified Accounting Principal speakers at the meeting 
Route Sheet Binder, each For Bottlers’’ by Robert Curtis of Na : . 
| | Fo Co n : were Richard H. Burgess, Vice-pres 

Survey Analysis, per book tional Business Forms Co., continuing in 
this month's National Bottlers Gazette. ident, Pepsi-Cola Co., N. Y. C.; Ben 











Wells, vice-president, Seven-Up Co., 


4) j St. Louis, Mo.; William E. Mankin, 
ationa public relations director, Grapette 
Co., Camden, Ark., and Robert Ul- 

BUSINESS FORMS CO. 


brich, Ideal Dispenser Co., Bloom 
NOT INC ; 


53 W. JACKSON BLVD., CHICAGO 4, ILL ngton, Il 
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Liquid Carbonic Bows New 
Washer Feeder, Bottle Inspector 


Two new production 
equipment items—an automatic ma- 
gazine feeder table and an empty 
bottle inspector—-have been intro- 
duced by the Liquid Carbonic Cor- 
poration, Chicago. 

The Automatic Magazine Feeder 
Table, a labor-saving unit, has been 
designed for Liquid Double-End 
Bottle Washers, 8-32 bottles wide 
in split, pint or quart models. It can 
be used in conjunction with all 
automatic case unloaders or hand 
fed with bottle grippers. Snap-on 
adapter plates enable the quart 
model to accomodate split and pint 
size bottles; in like manner the pint 
model can process split size bottles. 

Mechanical highlights include a 
stainless steel self-lubricating feed- 
er belt, bearings equipped with oil- 
ite bushings, and stainless steel os- 
cillator plates. Oscillating plates 
gently channel bottles for even dis- 
tribution to all washer pockets. The 
Feeder Table is powered by a 13 
H. P. gear head motor, and is de- 
signed to blend in appearance with 
the bottle washer. Floor space re- 
quirements are held to a minimum 
as the unit requires only two feet 
more than the conventional maga- 
zine feed. Installation may be easi- 
ly accomplished by plant personnel. 

The Bottle Inspector has been de- 
signed in both single and double 
models for placement in bottling 
lines at a point between the washer 
discharge and filler. The Single In- 
spector can accommodate washers 
through 16 bottles wide, while the 
Double Inspector utilizes a double 
line operation for bottle washers 
in excess of this capacity. Both 
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Liquid Carbonic’s new automatic magazine feeder table for Liquid 
double-end bottle washers is shown above. 





This view shows washer double discharge, double empty bottle inspector 
and bottle combiner assembly. 

















Lower Your Service Costs 


and Conserve Manpower 
with 


SPACARB 
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_ Only the Spacarb cup 
dispenser holds the 
equivalent of 


101 CASES 


on one filling of 

Syrup with its 
1,000 Cup, 20 gallon 
Syrup Capacities ! 


PLUS 


4-Flavors 

Mix-A-Drink all standard 
Select-O-Carb equipment 
Dual Carbonation) 


see ; IT’S THE IDEAL MACHINE FOR 
nee 4 * ALL VOLUME LOCATIONS 
a i 


Avoids “sold-outs” during 
your peak periods 


16 COMBINATIONS FROM ] MACHINE 


HOT DRINKS * COLD DRINKS * CARBONATED DRINKS 
NON-CARBONATED DRINKS 





| SpACARB, INC. 


further nformation on the Spacarb 
{ | ~~ Writ . 
end me tur er informa! - , 
- za ee ‘s acarb National Financing =e rile, wire 
‘ ft the >P' phone today for furtt 
} Send ull de ails o or ph 


‘ 

| 

t 
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—— | SPACARB. Inc. 
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America’s Oldest Manufacturer of Automatic Beverage Dispensers 
375 FAIRFIELD AVENUE * STAMFORD, CONN. 
108 
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units have an overall length of 42” 
with installation easily accom- 
plished by bracketing to the bottle 
conveyor line. 

The light source is provided by 
a battery of fluorescent tubes which 
combine with a curved, non-glare 
reflector of white background in 
making for efficient inspection and 
a greatly-reduced operator fatigue. 
A highly 
reflector plate enables inspection of 


polished stainless steel 


the crown ring for possible chip- 
ping. The reflector housing as well 
as the facing skirt panel is of black 
crackle finish further 
sible glare. The 


avoiding pos- 
main housing is 
of all welded steel construction. The 
handles all three 
bottle sizes with the Double Inspec- 
tor available for split and pint size 
bottles. 


single Inspector 


LYON-Raymond’s New Electric 
Truck Saves Space 

A new 
which will tier 


electric tiering 
truck, from nar- 
rower aisles and operate in areas 
where it has not heretofore been 
possible to use 


power tiering 


Spacemaker in operation. 


trucks, has been 
LYON-Raymond 
Ps. Xs 


where it has previously 


developed by 
Corp., Greene, 
For example, in warehouses 
required 
ten to twelve foot aisles for tiering 
48” x 48” pallet 
LYON - Raymond 


will tier 


loads, the new 
“Space- Maker” 
at right angles from a six 
foot aisle. In a congested manufac- 
turing department where skids had 
never previously been handled by 
trucks because of lack of 
skids have 
right angle tiered from a six foot 


power 
aisle space, 48” been 
aisle. 


The new unit also makes possible 
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the tiering of skid and pallet loads 
in areas where it has 
sidered impractical. Among these 
are upper floors in multi-story 
buildings where the floor and eleva- 


been e€on- 


tor capacities were insufficient for 


the use of the conventional heavier 


power trucks. 


For additional information, write 


to LYON-Raymond 
18266 Madison Street, 


Corporation, 
Greene, N.Y 


Island Equipment Offer 
Island Equipment Corp., 
conveyor specialists of 27-01 Bridge 


Ear — 
Po 


« 


Plaza No., Long Island City 1, 
N. Y., has announced another “first” 
for giving better service to its cus- 
tomers 

A 1202 spray can of 
Finish Touch-Up Enamel” is now 
being supplied with every 
conveyor, at no additional cost io 
the customer. Re-ovders of the paint 
may be obtained, by can or case, at 


“Factory 


power 


a nominal cost, and present users 
of Island conveyors may obtain this 
touch-up paint by writing to Island 
Equipment Corp. 


VEKO* ORANGE MAKES 
A DELICIOUS DRINK 


..~ Returns Real Profits 


MANY 


BOTTLERS tell us that until they 


switched to Veko they took a downright loss— 
or at best only a midget markup on every Case 
of Orange sold. Vexo Orange Flavor sells fast 
because it’s tops in taste, and the figures look 
mighty fine on the cost sheets. 


Check VeExo costs now! Join the profit-wise 
bottlers who accept the VeKo warranty of com- 
plete satisfaction as their assurance of success. 


° REG. TRADEMARK 





2 02. No. 


Orange Emulsions, etc. 





1-17 FRUIT ORANGE BEVERAGE BASE No. 2000 (No pieces or coarse pulp 
In 1 gal. cans «case of 6) 5 case lots del'd. in East $4.25 gal. 
1883 CONCENTRATED ORANGE JUICE with cloud & color 
Del'd. East of Kansas City, Kans. in 32 gal. lots. $9.45 gal. 


2 02. No. 1910 CLOUDY & COLORED ORANGE FLAVOR (heavy cloud) 
Del'd. East of Kansas City, Kans. in 8 gal. lots $6.95 gal. 


We supply 65° Brix Orange Juice, Pulpy Juice, 
Orange Oil Cold Pressed and concentrated, 
See price list 





CAN 
329 ‘line 5-1504 





Telephone: Ww 














New Bond Crown Sales Office “KOLD-PAKIT” 


In Milwaukee A lightweight. portable, 
‘ ; ; , plastic “refrigerator” is the 
Continental Can Company “Kold-Pakit.” marketed by 
recently announced the opening of I. Green Co., 23 W. 23 St., 
; a ae a iss N. Y. C., as “an outstand- 
a new Bond Crown & Cork Co. dis- ing liquidating premium at 
trict sales office at 110 East Wis- a low price.” It will hold 
" aukee. Wiac from 9 to 12 bottles of soft 
consin Ave., Milwaukee, Wisc. R. A dee ch tour Ge 
Kummerow will continue as Bond as well as the necessary 
district sales manager ice packing. Electronically 
ws : sealed, it is said to be air 
The new office brings to six the tight. waterproof, odorless 
number of Bond Crown district and easily washable. Avail- 
able in several colors, it 
weighs only 9 ounces and 
New York City; Wilmington, Dela- measures 15!/2 x 17 inches 
ware; New Orleans, Louisiana; overall. 


sales offices. Others are located in 


Cincinnati, Ohio; and Los Angeles 


and San Francisco, California 





New Lewis-Shepard Sales Office 


Lewis-Shepard Products 

Inc., Watertown, Massachusetts, NEW DODGE LINE 
has announced that its new sales Increased power, new styl- 
and service office for New York ing. better brakes, im- 
proved steering for easier 
handling. more driver com- 
complete repair shop and service fort. and newly-designed 
shock absorbers are among 
‘ the many new features in 

This new facility is located in the new B-3 Series of Dodge 
North Bergen, N.J., on U. S. Route Job-Rated” trucks. Engine 
output of the 1/2-ton panel, 
right, was increased from 
proach. The address is Tonnelle 82 to 86 net horsepower. 


Ave., and 34 Street 


City and New Jersey areas has 


facilities 


1, near the Lincoln Tunnel ap- 





Cleveland Fruit Juice 
Acquires Root Beer Firm 

T. A. Doherty, Vice Pre- 
sident of The Cleveland Fruit Juice 


Company, has announced the ac- DESIGN AWARD 
quisition of the assets, including Excellence in general me- 


goodwill and trademarks, of The chanical design of its auto- 
Reed & Bell Root Beer Company of matic unpacker (right) 
recently won the Edward 


Los Angeles, operators for over Rant Co 2 tC. on 


twenty-five years of franchised award from “Design News” 
Root Beer Stands in California. magazine. Function of the 
unit is to automatically un- 

Mr. Doherty reports that plans pack containers from cases 
are being made for the sale of Reed and cartons and deposit 





the containers on a con- 


& Bell franchises throughout the veyor line. 


country 














MEET COMPETITION 
with FIGHT INFANTILE PARALYSIS 


NEW YORKER and CASCADE 
line of beverages JO a N 


52 years of consumer acceptance 
Quality higher today than ever 


aE ye bg hh THE MARCH OF 


MONARCH MANUFACTURING COMPANY DIMES 


P. ©. Box 68, Station A Atlanta, Ga. 
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Walker-Wallace In New, 
Larger Headquarters 
New plant and office faci- 
lities at 137 Arthur Street, Buffalo 
1 ae recently purchased by 
Walker-Wallace Inc., producers of 
APV PARAFLOW Plate Heat Ex 
changers and Pasteurizers, are now 
being used by the company 
Earl W Hall, general 
pointed out that the 


which combines office, engineering, 


manager, 
new plant, 


assembly and warehousing opera- 


tions, quadruples the 
Walker-Wallace 
old location 
Under the new set-up, design, 
production and distribution of Wal- 
ker-Wallace AP\ PARAFLOW 
products will be facilitated and ex- 
pedited to 
mand for these specialized heat ex- 


former space 


occupied in their 


meet the increased de 


changing and pasteurizing ma- 


chines 


Electric Seale Control System 
Development of the Aqua 
Scale Control 


formation of 


Electric 
ling the 


for control- 
scale in all 
types of equipment using and 
water has been an- 
Aqua Electric Scale 


2028 East 22nd 


cooled with 
nounced by 
Control, Ince., 
Street, Cleveland, Ohio 

Kirk McWatters, 
clares that “the 
forming elements in 


president, de 
init controls scale 
water so effi- 
than 
which can be 


ciently that you get 


no worse 
a soft scale or sludge 
flushed out 


As a rule, any scale already formed 


with normal pressure 
gradually disintegrates.” 

lo start the unit 
is simply 
outlet A 


new 


functioning, it 
plugged into an electric 
bulletin 


control sy 


describing the 


stem may be 


scale 


obtained from the 


company 


Harders Company, Ltd. 
In New Quarters 
The Harders Co., Ltd 
manufacturers representatives in 
Honolulu, Hawaii is now operating 
1 new headquarters located at 544 
S. Queen St., it has been announced 


Harder, 


general manager of the firm 


by Hans president and 

The Harders Company represents 
many U.S. firms including Western 
Crown Cork and Seal Corp., George 
J. Meyer Manufacturing Co., Bas- 
Blessing Co., Lily-Tulip Cup 
Robert A 


Fruit syrups and flavoring extracts 


tian 


Corp., and Johnston Co. 
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zre manufactured in their 


plant 


South American Firm 
Plans U. S. Franchising 
Plans to 


“Guara”, 


franchise its 
beverage, were announced 


last month by Guara_ Refresos, 
S. A., of Rio de Janeiro, Brazil 
William Keats, 


company, 


an official of the 
that the drink 
“is the fastest growing carbonated 


declared 


beverage in all of South America.” 

Interested bottlers may contact 
Mr. Keats, or David Moscovitch, 
company president, at. the firm’s 
Theodoro Da 
Brazil 


headquarters—-Rua 


Silva, 380, Rio De Janeiro, 


New Merck Acquisition 


Purchase by Merck & Co., 
chemists, of 
Marine 
Corporation, 
Francisco, Calif., for 
Merck 


announced bs 


Inc., manufacturing 
the business and assets of 
Magnesium Products 
South San 
35,000 shares of 
stock, has 
George W. Merck, chairman of the 
Merck & Co., and the 
Marine company’s president, Rob- 
ert E. Clarke 


common 
been 


board of 


Marine is an old, established com- 
pany, engaged in the manufacture 
of a variety of magnesia products 
used in the fine chemical, pharma- 
ceutical, and other industries. 
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Old Antique 
has once again 
raised the 
Standards 
of the 
Ginger Ale 
Market! 


Ask any Bottler who uses Old Antique Extract what it has done for 
him? In every instance it has put him in the top money making 
bracket and given him a blue chip product he can well be proud of. 
Old Antique has moved into first place as the Bottlers favorite for 


Yes, only quality distinguishes your ginger ale from another. The 
foundation of your beverage quality is the quality of your flavor 
base. Only Blue Seal Old Antique Ginger Extract can claim the seal 
of the American Medical Association's official publication—''Today's 
Health". Yet Old Antique ginger extract costs you no more! 


When You Start with Old Antique—You finish with the 
finest ginger ale in your market. 


There's a free sample and full information waiting for 
you. Write or Wire NOW. 


BLUE SEAL EXTRACT CO., Inc. 


CAMBRIDGE, MASS. 














for the MODERN 
PUN AUT! SYRUP ROOM 
AS you NEED IT WHEN YOU WANT IT 


Whether it's new equipment, auxiliary apparatus, something 
along maintenance lines . . . or to step up quality pro- 
duction at lower costs . . . it will pay you to put your 
problems up to Lomax engineers. 35 years of leadership in 
developing quality equipment, installations in leading plants, 
worldwide . . . plus the farmed Lomax name for tailor- 
made service are your assurance of complete satisfaction. 


WRITE FOR CATALOG OR SEND DETAILS 
FOR FREE PLANNING & ENGINEERING 


FRANK B. LOMAX CO., INC. 
3618 N. HALSTED ST., CHICAGO 13, ILLINOIS 


Every job built to quality-controlled standards 


rz 
: 
fy ~ Gre 
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A i 
TYPE MOS: ‘‘Squot- TYPE MS: Side-Agi-| TYPE PF: Six gpm | TYPE Cl: Filtering TYPE PP PORTABLE 
ty'’ Mixing Tank. Side toting Mixing Tank. capy. Made in va- Tank. Twin cylinder FILTER: 3 gpm capy. 
Special tanks. Any or top-agitators Bottom - agitating riety of capacities. types also available. Easily portable. 
capacity Write for details types available. Write for catalog Send for book. Send for catalog. 























Yoo-Hoo a Use Berghausen’s 
quocorare 7] | GARAMEL COLORING 


Makes aaa 
Repeat Sales x” ca 





Year round profits are i P 

yours when you distribute ht ; 

oe” |e CARAMELS FOR ALL PURPOSES 
psy heat hanan dete) Colas + Root Beer + Other Beverages 
quality that makes it a - 

12-month favorite. 


Write for complete details of 








the Yoo-Hoo bottling fran- 


chise in your territory. 


: 7*°E BERGHAUSEN CHEMICAL co. 
yAiTt Ea LiTt} YOO - HOO CHOCOLATE PRODUCT 


! City National Bank & Trust Co. Bidg 4530 W. MITCHELL AVE. 
ity National Ban’ ru 
j Room 404 Hackensack, NW. J. and Batesburg, S.C a ee 
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Continental Can Opens 
Cincinnati Sales Office 
Continental Can Company 
has announced the opening of a new 
Bond Crown and Cork Company dis 
trict sales office in Cincinnati, Ohio 
F. D 
ager, will be in charge 
located at 712 
Dixie Terminal Building, 4ta and 
Walnut Streets, will serve Ohio, 
Indiana, Kentucky, Tennessee, 
Michigan and parts of West Vir 


yina 


Dearth, district sales man 


The new office, 


New Corrugated Products 
Will Bow At Exposition 

New corrugated special- 
ty items created by Shelton Manu 
facturing Co., Inc., of Long Island 
City, N. Y., will be 
the Packaging 
17th thru 
City 


presented at 
April 
Atlantic 


Exposition, 
April 20th at 


Among the new Shelton creations 
are seamless bottom cartons, one- 
plece nests, “wrapping paper” cor- 
rugated board that folds easily in 
all directions, self-palletizing car- 
tons, and decorative faced contain- 
ers 

Albert I 


Nierenberg, Shelton 


resident, will be among the com- 


I 
pany officials present at their Ex- 
position booth, No. 677 


Case Maker Announces New 

Expansion Plans 
Plans for the 

ment ot new 


establish- 


South and the West Coast were an 
Flour City 


. makers of “Stur 


nounced recently by 
Wooden Box, Inc 
dy-Bilt” beverage cases in Minnea 
polis, Minn. The company last year 
opened sales offices in Detroit, Chi- 
izo, and New York 

The company’s manufacturing 
plant and home office in Minneapo- 
lis, Minn. (see photo) is a modern 


structure (built in 1946) and said 


sales offices in the 


DOUBLE-COLA SALES MEETING 


Double-Cola Company representatives and officers, meeting in Chat- 
tanooga recently for the company’s annual sales conference, discussed 
new advertising and merchandising plans. Front row, left to right: C. W. 
Wheland. Leonard Krick. Kyle Davis, C. D. Little. John Kirby, J. M. 
Geeslin, Paul C. Haase. Back row: Walter Sells, D. T. Carnahan, R. R. 
Ashley. John J. Wall, Jr.. W. A. McMahan, Jr. 





to be equipped with the most up-to- 
date facilities for case manufacture. 
A second plant is located in Water- 
loo, lowa 

Special features of “Sturdy-Bilt” 
cases, according to the management, 
are: 1. Only No. 1 grade cotton- 
wood is used. 2. The “Sturdy-Bilt” 
dovetail partition lock is used on 
half-depth 
Each case is given two 


all types of beverage 
cases. 3. 
heavy coats of paint “baked” on 
by a battery of infra-red lamps 
The company is headed by Frank 
S. Blindman, president. Assisting 
him are his four sons—Harry, 
Mike, Joe and Abe. Harry and Mike 
operate the Waterloo, Ia. plant. Joe 
and Abe are 


sident in charge of sales and sec- 


respectively vice-pre- 
ary-treasurer of the Minneapo 


lis plant 
t 


New Motor Starter Available 
From Westinghouse 
Protection of operating 


personnel as well as the connected 


Flour City Wooden Box plant in Minneapolis. 
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machine is stressed in a new motor 
starter—the Motor 
10-100-S] 


Watchman, 
available from 
Westinghouse Electric Corporation 


Class 


The unit starts, stops, and provides 
overload protection for single phase, 
polyphase and de motors. 

Personnel-protection features in 
clude a_ self-indicating handle, an 
interlocked cover that prevents 
opening unless starter is “off,” and 
a safety latch to lock starter “off” 
during servicing 

For further information, write 
the Westinghouse Electric Corpora 
tion, P. O. Box 2099, Pittsburgh 30, 
Pa 


New Electric Pallet Truck 
Offered by Towmotor 
Development of a new 

electric pallet truck—the Model W 

has been announced by the Tow 
motor Corporation, Cleveland 

The unit is a compact, easily 
pallet-type — truck 
built to handle pallet-loads weigh- 


maneuverable 


ing up to 4,000 pounds. Among its 
advanced features are a new con 
tactor panel, a positive-action brake 
with foolproot dead-man_ control, 
improved differential action, and all 
rubber, dual 


trailer wheels for 


smoother operation 

Operator controls are conve 
niently located for “finger-tip” oper 
ation with either the right or left 
hand 
tive turn off of power to the dual 
buttons, 


A Key Switch provides posi 
control 


preventing accl 


113 

















Successful 
bottling of 


COFFEE 
SODA 


A fast moving, 
repeat seller— 
Neeco Coffee Soda 
is a consistent 

year round 

profit builder, 

in the popular 

6 oz. size 

that has top 
consumer 


demand. 





Franchises ; 
in some territories still available — write, 
wire or phone today for Neeco Profit Plan. 











Tests have proven long shelf life — 
Sales have proven short shelf life. 








More people drink coffee 
than any other beverage. 
Naturally more people will 





ATLANTIC 
EXTRACT 
COMPANY 


134 FULTON ST BOSTON 


SALES REPRESENTATIVES 
Albert R 


oss 
371 East 160th St 


H. G. Neu 
6533 Hollywood Bivd 
New York 56, New Yort 


Hollywood 28, Calif 











Citric Acid 
SUBSTITUTE 


a scientifically blended food an 


uly duplicates tr 


ating bottlers lor many 
stthness “Acid Solu 


for use in all beverages re 


of Sethness “Acid Solution 


, } 
ed one gaiion is equlv 


Single Cases (4 gals.) 
5 Cases 

30 gal. barrels 

50 gal. barrels 


$2.50 per gal. 
$2.25 per gal. 
$2.10 per gal. 
$2.00 per gal. 
Barrels are a superior package—finest white oak 


tially lined with paraffin 


SETHNESS PRODUCTS COMPANY 


1300 West Division Street Chicago 22, Illinois 


Why Pay Extra 
Money For Your 
Insurance? 


You can save 15% to 40°% of every dollar 
you usually pay for your policies by insur- 
ing with other bottlers now using Dodson 
specialized service. 


You get SAFE protection suited to your 
particular needs, and ALL POLICIES are 
NON-ASSESSABLE. 


In 50 years of service to the Bottling In- 
dustry we have returned more than $13,- 
500,000 in cash savings on Insurance 
Premiums. 


Ask about our lower rates for Fire Insur- 
ance on good bottling plants. 


BRUCE DODSON & COMPANY 


28th and Wyandotte ¢ Kansas City 10, Missouri 
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dental or unauthorized use of the 
truck 

A booklet giving complete oper- 
ating data and specifications of the 
Model “W” Electric Pallet Truck 
may be obtained by writing Tow- 
motor Corporation, Cleveland 10, 
Ohio 


Citric Acid Replacement 
Announced by Extrax Co. 
Extrax Co., 360 Furman 
Brooklyn, N. Y., has an- 
nounced immediate availability of 
“Tartex”’, 


Street, 


as the ideal replacement for citric 
acid 

Tartex, the company states, is 
ready for use in liquid form with- 
out dilution, saving considerable 
time and labor. Another important 
feature of Tartex, the company 
points out, is the fact that it tends 
to retard fermentation and will pro 
duce highly satisfactory results as 
any of the fruit acids 

It was further announced that 
one gallon of Tartex is equivalent 
in tartness to 16 pounds of powder- 
ed citric acid resulting in very 
economical usage 

Additional information may be 
secured by writing directly to the 


company’s offices 


Plastic Bottle Reseal 
A plastic bottle 
said to “hold” carbonation extreme 


reseal, 


ly well, is now available through 
the George M. O'Neil Co.. Ine.. 
Chrysler Bldg., N. Y. 17, N. Y. It 


a liquid food acidulant, 








tapelle 


CUP FOR GRAPETTE 


Lily-Tulip Cup Corporation pro- 
duced this attractive two-color 
cup for the Grapette Co., Inc., 
Camden, Ark., for distribution to 
its bottlers. Of seven-ounce ca- 
pacity, it is ideal for sampling 
and for automatic vendors. 
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GUIDE BOTTLE 


This picture shows two close-up 
views of the specially molded 
Duraglas “Guide Bottle’ now be- 
ing used by Owens-Illinois Glass 
Company sales representatives to 
demonstrate 20 knurling and stip- 
pling patterns available to cus- 
tomers. View of the bottle on the 
left shows some of the stippling 
designs available. One on the 
right shows knurling patterns. 
Patterns are all numbered for 
easy identification. 





is said to fit all soft drink bottles 
and many syrup bottles. Product or 
company name can be printed in 
one color on the top of the cap. 

include: Good- 
will advertising to bars, dealers, 
hotels, 
mium to consumers; 


Suggested uses 


restaurants, taverns; pre- 
self-liquidat- 
ing advertising—-local stores may 
sell the unit at a. profit, with the 
bottler’s product name on cap 


“Ad-Bag” Users Increasing, 
Company Reports 

numbers of 
bottlers are using “Ad-Bag” adver 


Increasing 


tising, it was recently announced 
by National Bag Advertising, Inc 
Glenside, Pa., a which 
sells and delivers advertising on 


company 


grocery bags 

As one example, Ad-Bags’ Pre 
sident A. A. Robinson stated that 
the New York Pepsi-Cola bottler 
has ordered 12 million Ad-Bags 
constituting a third reorder. Canada 
Dry Ginger Ale and Nehi Corpora- 
tion are among other Ad-Bag users 

In buying Ad-Bags, an adver 
tiser buys advertising space only; 
he does not buy the bags. He speci- 
fies the market or markets in which 
he wants distribution and provides 
the art-work. National Bag Adver- 
tising does the rest, arranging for 
printing, shipping and distribution, 
all within the regular framework 
of the bag industry. The company 
gives a bonus to grocers and paper 


jobbers as an incentive to use Ad- 
Bags. Space rates for Ad-Bags are 
$1.40 per thousand per side for one 
color advertisements, and $1.60 for 
two-color printing. 


Heil Sales Conference 
Marketing gains accom- 
plished in 1950 by the Heil Com- 
pany, and objectives in 1951 were 
analyzed and projected at the re- 
cent annual conference of Heil dis- 
trict sales managers in Milwaukee 
It was reported that all district 
sales quotas for last year were ex- 
ceeded. 
William E 
manager, conducted the sessions 
Speakers included Joseph F. Heil, 
president; John Eimermann, assis- 
tant to the president; H. F. Pugh, 
vice president; and product sales 
Tom 


Simons, general sales 


Burress, 
Hochstein, 


managers Henry 
Walter 


Pryor and Kar! 


Giles, George 
Carlson, George 


Maas 


National Rejectors Opens 
N. Y. Branch 

National Rejectors, Inc 
St. Louis, a major manufacturer of 
coin control devices and change 
makers, has reorganized its New 
York service set-up. 

The former National Rejectors 
Service Co. of N. Y. has been dis 
continued and replaced with a 
branch office in a move designed to 
strengthen the company’s business 
relationships with its customers 
The branch office is located at 39-30 








MOBILE CONCESSION 


A mobile concession trailer that 
is completely self-contained and 
equipped to dispense ice-cold 
beverages at special events is 
offered by Specialty Engineering 
Co., Philadelphia. Readily trans- 
portable by car or truck, the all- 
steel unit (13° long, 8° wide, 81/2’ 
high) moves on four truck wheels 
carrying 700 x 16 tires. It has a 
capacity of 100 cases. Coca-Cola 
Bottling Co. of Miami, Fla., owns 
and operates the unit shown. 

















You Will Get 


more cases per man per day with 


BURNS MASTERLINE FILLERS 


Write and let us tell you how you can pay for your 


BURNS equipment out of the savings it makes. . . . 


BURNS BOTTLING MACHINE WORKS, INC. 


Established 1919 


BALTIMORE 18, MARYLAND 




















6H1lst Street, Woodside, Long Island, 
New York. A. Arthur Hauser is in 
charge of the branch 

Bottlers in the East are now 
offered the same 


complete service 


available at the St. Louis home 
office. National Rejectors also main 
vice facilities in Chicago 


Angeles 


Alvey Introduces Precision 

Counter for Conveyor Lines 
\ new Cust and package 
that records every unit re 
gardless of how tightly the pack 
ves mov along the conveyor line 
as been announced by the Alvey 
Manufacturing Co., St 
its between sec 
welt, or live roller 

vevors 

\ short, powe red belt carries the 
forward to a barrier. Contact 
the barrier causes an air-cy 
to raise the front of the case 
t then propels the case ove 
barrier and deposits it on the 
ve roller discharge unit while the 
imbering machine registers the 
barrier then resets it 


next package This 


Alvey’s Case Counter. 





positive stop eliminates accidental 
release to assure accuracy of count 
The capacity of the counter is ap 
proximately 40 per minute 

The Alvey Case Counter is a selt 
contained unit, comprising motor- 


driven belt-type inlet, stationary 


package stop, automatic air-oper- 


ated package re lease, live roller dis 
charge, related limit switches, and 
counte} 


mechanical or electric 


Standard units are designed for 


use With conveyors 16-1 4” between 
rails. Other widths can be supplied 


as desired 


STAINLESS NICKEL 
STEEL ALLOY 


SANITARY 
AND BRINE 


FITTINGS 
L. C. THOMSEN & SONS, INC., KENOSHA, WIS. 


VALVES 


LINE 
FILTERS 


REEN BOX CO. 


Manufacturers of WOODEN BOXES 
OF EVERY DESCRIPTION 


TIOGA AND MEMPHIS STREETS 
PHILADELPHIA 384 PA 


LM EE 








Metzgar Reports Improvement 
In Gravity Conveyor Switch 


Metzgar Company has an- 
nounced improvement of its gravity 
switch, known as the 


“Flex-A-Switch.” The hand lever 


conveyvol 


adjustment has been eliminated in 
favor of a fast traverse, long lead 
screw, operated by a crank 

This screw operates a lever un- 
derneath the steel bed of the switch 
so that the rollers (or wheels), each 
mounted in individual frame sec- 
tions, slide on the bed as a flexible 
unit to assume the desired change 
of direction. Thus, all of the axles 
ure concentric at any setting, as- 
suring positive flow and eliminating 
the necessity for guard rails except 
for a very fast travel. 

Flex-A-Switch can be used with 
numerous combinations of straight 
curves to 


sections and 45° and 90 


switch over a large fan shaped 
area and is capable of many varia- 
tions For further information, 
write to Metzgar Co., 404 Douglas 


N.W., Grand Rapids, Mich 


Removes 
Prevents 


RUST « LIME SCALE 


In Bottle Washers, Condensers and 
Other Water-Using Equipment 


TUBING Write for 


FREE Test 


Sanitary Equipment for the Processing Industries 


MASSACHUSETTS AVE INDIANAPOLIS 2. INDIANA 
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Multiplex *scer* Dispensers asain 
For BARS and TAVERNS 


Fresh Carbonated Drinks : In flavor, tang, and quality. Order a trial gallon 
COLA today and you'll learn why 
LEMON 


GINGER ALE CREAM— Always hit 

SELTZER HI-Y-EE—Ever popu if , apr é 
SPEEDS SERVICE eee ee 

oe INCREASES PROFITS Full Line ~ nite Weter ieiaae, 

. ELIMINATES BOTTLES a Write for Samples and Prices. : 
Write for Folder and Prices : 
MULTIPLEX FAUCET COMPANY 
4321-27 Duncan Ave., Dept. N.B.G.-14, St. Louis, Mo. 


Manufacturers of Beverage Dispensers for 45 Years 











ILL ASSAM! Ree a Coca-Cola plant in Wisconsin; 


served with the parent Dr. Peppet 
Company; and represented the Bal 
HANGES lew organization in the Great Lakes 


area 


nt TT 


Smoke Ballew and Associates drink field, 


will represent the com- Pepsi-( ‘ola Company 
Appointment of D. W. Pollock as pany in Florida, Georgia and Ala 


Stephen J. Gullo has been named 
territorial representative has been bama 


assistant vice-president in charge 
innounced by Smoke Ballew and Among other past activities, Mi of the Bottle Product Control De 


Associates, Inc., Dallas, Texas. Mi Pollock owned and operated a Dr partment for the Pepsi-Cola Co., it 
Pollock, long associated in the soft Pepper plant in Illinois; managed has been announced by Herbert L 





’ 


er 5 


oan 


lp” 


HEADS DAD'S LABORATORY TOWMOTOR HEAD ENGINEER FOOTE & JENKS NAMES 


Dr. George Bernard has been E. C. Iverson has been appointed The 
named head of the laboratory chief engineer of the Towmotor 
division of Dad's Root Beer Co.., Corp., Cleveland. Well known in 
Chicago. He was formerly chief the engineering field. he is an Don C. Jenks as Secretary of the 
of the city health department's authority on product design and 


company. Mr. Jenks, who joined 
laboratory division in Tulsa, development. the firm in 1940, also will serve 
Okla. 


as credit manager. 





Beard of Directors of Foote 
& Jenks, 67-year old flavor firm in 
Jackson. Mich., recently elected 











Install 
The GUARDIAN 
LIQUID LEVEL CONTROL 
Maintains Required Levels 
in Storage Tanks . . 





-<<, 


MATHIESON ory ice 


Get this quality Dry Ice from one of the following 


reliable, speedy-service Mathieson Warehouses: 
% This unit is the accepted standard 


by carbonated beverage vendors for Atlanta, Ga. Nashville, Tenn 
Baltimore, Md New Orleans, La 
Birmingham, Ala New York, N.Y 
Charlotte, N. C Norfolk, Va 
Chattanooga, Tenn Philadelphia, Pa 
Greensboro, N. C Richmond, Va 
Jacksonvile, Fila Saltville, Va 
Knoxville, Tenn Washington, D. C 
Memphis, Tenn 


Write for Circular "'LL'', No Obligation 
MATHIESON CHEMICALS 


GUARDIAN LECTRIC Serving Industry, Agriculture and Public Health 


' 
1621-N W. WALNUT STREET CHICAGO 12, ILLINOIS ---4 


maintaining required water levels in 
refrigerated storage tanks. Floatless, 
fast, efficient, easy to install, the Guardian Liquid Level Contro! pro 
vides better performance at less cost 


—— 





Re eee 
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rolls... folds in any direction! 


WRITE OR WIRE FOR PLANS T0 
bin eine He. INCREASE YOUR SALES WITH 


“COL-FAST” 
T-SHIRTS 


...and have free colorful 
advertising for months 
ond months. 

Write Dept. 591-C 


so eeeble ond : ouIRI VICTORIA 


literature 


INC. g000 7oPrs SILK PRESS, INC. 


591 Ferry Street, Newark 5, N. J. ¢ PUR! ott , 805 LUCAS AVE. 
CORRUGATED PAPER PRODUCTS SINCE 1919 ov ST. LOUIS 1, MO. 














Liquid Carbonic Corp. 

Two important promotions were 
innounced last month by the Liquid 
Carbonic Corp., Chicago 

Stanley VW Klis insch midt, 
manager of the Company’s Extract 
Division since 1948, 


sales 


has been ap- 
pointed Manager of that Division 
He will be responsible for the over 
all performance of the division, in 
addition to directing sales as in the 
past Mr. Kleinschmidt’s associa 

tion with Liquid began in 1932 as Billingsley. Clements 
a chemical engineer 








eh Uhien® donk in charee of Dr. Pepper Co. 
omestic Operations : The board of directors of the Dr 
Pepper Company last month elected 
H. S. Billingsley a member of the 
board, to fill the vacancy 


In his new assignment, Mr. Gullo 
il be responsible for plant sanit: 
and operation, and also resulting 
iter treatment for which he from the resignation of E.D.Nims, 
gnized authority. He will direct who retired from active service 
Further action taken by the board 
aL bacteriological laboratories, 


‘A . Was the promotion of WU vu 
e which he helped to start . “Foots’ 


he company’s traveling chemical 


Moots” Clements to vice-president 
he past vear to assist Pep 


: : and general sales manager. Ar 
Kleinschmidt, Goulding spe ; r si sees 
nouncement of the 


bottlers throughout the 





executive 


+ ve ade |} > (Hara 
maintaining uniform Byron W. Goulding, Manager ot changes was made by J. B. O'Hara, 


litv standards the Carbon Dioxide Division, has chairman of the board 
been elected a Vice-President of Mr. Billingsley joined Dr. Pepper 
the as auditor in 1931. In 1940, he was 


promoted to secretary of 


Corporation. He will headquar 
iles capacity witl ter at the Corporation’s New York the com 

r Corp., and office. Mr. Goulding joined Liquid pany and in 1947 was elevated to 
the Coca-Cola Co Carbonic in 1935 a vice-presidency. Early last vear 


STANDARDIZED CANE SUGAR SYRUP 
CONTROL batches by the turn of by the 





avalve... use of 


DECREASE your labor costs... a _— 
INCREASE jour production ... CROFT 
ELIMINATE bag dust, lint, and LIQUID 
sugar spillage... SUGAR 

TANK CARS—TANK WAGONS—DRUMS 


Order direct or through your Sugar Broker 


THE NULOMOLINE DIVISION 


AMERICAN MOLASSES COMPANY 
120 Wall Street New York 5, N. Y. 








Plants at 
BROOKLYN, N. Y. 


CHICAGO, ILL. 





LOS ANGELES, CAL. 
MONTREAL, CANADA 
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BROMINATED VEGETABLE OILS 


HIGH AND LOW GRAVITIES 


For Making Ringless Cloudy Emulsions of Orange, 
Lemon, Lime, Pineapple, Etc. 





KOLA CONCENTRATE 382 
V4 oz. to 1 Gal. of Syrup 
Superior Flavor 
Samples and Prices on Request 


DOMINION PRODUCTS, INC. 


10-40 44th DRIVE L. 1. CITY 1, N.Y. 











write NOW | POTTER & RAYFIELD, INC. 








P &R Bottling Equipment 


Rugged ... Economical . . . Reasonably Priced 


@ Deluxe Water Cooling Unit @ Standard Water Cooling Unit 
@ Conveyor Inspection Light @ Case Filling Machine 

@ Syrup Salvage Pump @ Inspection Light 

@ Beverage Mixer @ Syrup Cooler 

@ Case Packing Machine @ Sand Filter 

@ Activated Carlon Purifier @ Inspection Boxes 


EACH PRODUCT IS BACKED BY 25 YEARS 
EXPERIENCE IN SERVING BOTTLERS 


FOR DETAILS 





P.O. BOX 1042, ATLANTA |, GA. 








he was made vice-president, se after 44 years 


retary and treasure? Company. He 





service to the 


became associated 


Mr. Clements’ promotion to vice- with Armstrong in 1906 and is in- 


president and general ‘sales man- ternationally 
ager comes as the result of his ex 


a member of the Dr. Pepper organ 
iZzatior 


Merck & Co., Ine. 


Dr. William H 
The retirement of FE. F.. Ebberts appointed to 


Armstrong Cork Co. 


as Manager of the Corks Depart- 

ment of the Armstrong Cork Com are 
pany Glass and Closure Division, 

and the appointment of Ralph A 

Acklin, former Assistant Manager, 

as his successor, has been an 

nounced by Joseph C. Feagley, 
Vice-President and General Man- 

ager of the Division 


Mr. Ebberts’ retirement comes 


Dr. W. H. McLean 


ganization in 1931 


for his know- 
ledge of cork and cork products. Mr 


cellent record in sales leadership as Acklin joined Armstrong or- 


McLean has been 


position ot 


HIRES SALES CHIEF 


John F. Gorski, Jr. has been 
elected vice-president in charge 
of sales of the Charles E. Hires 
Co., Philadelphia. During the past 
year, Mr. Gorski set in motion an 
extensive sales and merchandis- 
ing program for Hires. 





Merck, Dr. McLean has been con 
cerned with the development of 
products, markets, and marketing 
policies, and with coordination of 
sales -activities 





vice-president 


Merck & Co., 


by James J 


president 


it has been announced 


re cemicainre. gl Cock’n Bull Ginger Beer Division 


Appointment of John C. Macker- 


Kerrigan, company er as National Sales Manager for 


the Cock’n Bull Ginger Beer Divi 


As director of commercial devel sion of G. F. Heublin & Bro., Ine., 


opment and more recently as chair 


Acklin 





ONE CALL 
FOR ALL 


CORRUGATED AND 
SOLID FIBRE SHIPPING 
CONTAINERS e PACKING 
MATERIALS e FIBRE 


Dimensional 
STRAW Displays 


BOARDS e CORRUGATING 


RIVER RAISIN PAPER CO. 


MONROE, MICHIGAN 
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man of the marketing committee at 


was announced last month by John 
G. Martin, the company’s president 





ae 


Old Fashioned 3 


ROOT BEER 

















218 N. DES PLAINES ST 
CHICAGO 6, ILL 








NIAGARA BOTTLE WASHER... 


“Custombilt”’ ss s can handle any size bot- 


tle from 4 ounce to 5 gallon! Widely used by bottling 
plants, food companies, mineral water, fruit juice, 


bleach and wine bottlers. 


¢ Available in several capacities and sizes. 
Expertly designecl and engineered. No jets to clog, solution 
renovator filters solution water every few minutes and dis- 
charges contamination. Two compartment; makes its own 
rinse pressure; saves water. Completely welded, no castings, no breakage. 


¢ Write for complete details. 


NIAGARA SOSTLE WASHER MFG. co. 


225-27 FIRST STREET 


° TOLEDO 5, OHIO 





Folder containing complete data on 
Towmotor Fork Lift Trucks and 
BROCHURES AND CATALOGS [i wesc 


Industrial Controls 

“Industrial Controls” —a 60-page 
catalog presenting over 100 differ 
ent models of non-indicating ele« 
tric, electronic, and pneumatic con 
trollers that has innumerable uses 
in industrial applications—has just 
been published by the Minneapolis 
Honeywell Regulator Co., Industrial 
Division. Write the company at 
Wayne and Windrim Aves., Phila 
delphia 44, Pa., for Catalog 8304 


Mobilift Data, Specifications 


\ just-published bulletin, avail 
able from the Mobilift Corp., 835 
S.E. Main St., Portland 14, Ore.., 

ves specifications and illustrates 
the company’s versatile new “Tier 
Master” Fork Lift Truck. The 
‘Tier-Master” is a 2,000 pound ca 
pacity lift truck especially 
structed to operate efficiently in ; 
types of operations where it is ne« 
essary to move materials and 


freight through low clearance doors 


= made available by lTowmotor Cor- 

amen poration, Cleveland 10, Ohio. The 

folder gives such information as 

and in and out of truck van bodies. capacities, load centers, lift heights, 

yet tier “3 pallets high” without weights, dimensions, turning radii, 
changing loads from one lift truck speeds of travel, ete 

to another. Combined with the 72’ 

Vverall height and 117” floor-to Alkaline Cleaning 

fork lifting capacity, the Tier-Mas 


3 ; Pennsalt’s Special Chemicals De- 
ter has a free lift of 47” 


partment has just issued a new ser- 
Bearing Maintenance vice bulletin entitled, “Heavy-Duty 
Alkaline Cleaning of Ferrous Met- 
als.” This illustrated booklet des- 
cribes in detail approved methods 
for alkaline soak tank cleaning, 
alkaline spray cleaning and alka- 
line electrolytic cleaning, barrel 


A’ continuing study of bearing 
maintenance techniques and suc 
cessful maintenance, installation, 
and removal procedures has been 
published, in pamphlet form, by 
The Anti-Friction Bearing Distri- 
butors Association of 1900 Euclid 
Avenue, Cleveland 15, Ohio. All 
available maintenance information 


cleaning, steam gun cleaning and 
manual (bucket-and-brush) clean- 
ing of walls and floors. The booklet 
may be obtained on request by writ- 
ing the Special Chemicals Depart- 
ment, Pennsalt Chemicals, 1000 
Widener Building, Philadelphia 7, 
Pa 


on every type of bearing is included 
A file folder type of binder is being 
sent to each bearing user who re- 
quests it, on company letterhead, 
in Which succeeding issues can be 


compiled 


Adjustable Loading Docks 
Fork-Lift Truck Data Full information on adjustable 


\ new Standard Specifications loading docks, which speed up 
t t 





Ginger Ale Flavors _ | Benzoate of Soda “Seydel” U. S. P. 


— FEATURING — 


MONTE CRISTO SOBENATE 


THESCO 


A Full Line of Distinctive Extracts 
and Concentrates 


THEALL & PILE, Inc. Cen JERSEY CITY 2, N. J. 


297 Pearl St. New York 7, N. Y. ~" Established 1904 





Standard for over a quarter of a century 


A special benzoate for beverages of delicate 
flavor. Does not impart a taste. 


Samples and literature on request 


SEYDEL CHEMICAL CO. 
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freight handling and “mechanize” 
loading operations, is given in a 
new 2-color folder issued by Rowe 
Methods, Inc., 1743 East 25th 
Street, Cleveland 14, Ohio. The bul 
letin shows present models of Ad 
just-A-Docks along with photo 
graphs of typical installations. A 
complete discussion of the advan 
tages ot adjustable loading docks, 
including savings in dock space, 
handling time, labor and breakage, 


is included 


: Self-Clearing Water Filters 


A new. six-page bulletin, pub- 
lished by the Sparkler Manufactur- 
ing Company, Mundelein, IIl., des 
cribes in detail the company’s new 
line of Model SC filters. These com- 
pactly-built, self-cleaning filters are 
designed to filter large volumes of 
water and other liquids rapidly and 
at low cost. The self-cleaning fea- 
ture, which is completely new in 
its concept of design, eliminates the 
need for breaking the filter down 
for cleaning or inspection. Actual 
cleaning time requires only 4 to 7 
minutes 


BIG PROFITS 


FROM LITTLE BOTTLES 
Your BOTTLES in MINIATURE 


Boost sales with an exact 
reproduction of your bot- 
tle and label in miniature 
— Give them as favors to 
distributors, salesmen, 
and visitors. A low priced 
advertising novelty. 


WZ write for 


It Costs No More to Use... Our 


ACID-PROOF CARAMEL COLOR 


Guaranteed to be the finest Acid-Proof Caramel Color on the market, 

it is brilliantly clear, free flowing, and exceptionally strong. 

You take no chances when you take advantage of our experience and 
service. You are assured of quality and dependable performance, 
backed by 70 years devoted to the manufacture of fine Caramel Colors. 


SETHNESS PRODUCTS COMPANY 


1300 W. DIVISION ST., CHICAGO 22, ILL. .« 41-11 29th ST., LONG ISLAND CITY 1, N.Y. 


Corrosion-Proofing Protective Coatings 


A new paint coating which pro- A new bulletin describing five 
vides a simple, two-step system for groups of chemical resisting Ucilon 
effectively corrosion-proofing — old Protective Coatings has been made 
or moist metal surfaces, is de- available by United Chromium In- 
scribed in Technical Bulletin 012, corporated, 100 E. 42 Street, New 
now available from Prufcoat Labo York 17, N. Y. Described are coat 
ratories, Inc., 63 Main St., Cam- ings based on vinyl resins, phenolic 
bridge, Mass. The bulletin discusses resins, fish oils, chlorinated rubber, 
the two-step system of corrosion- and also water emulsion coatings 
proofing with the aid of the com- 
pany’s new Metal Reactive Prime) 
P-10 


The coatings are resistant to acids, 
alkalies, petroleum and its deriva- 
tives, water, oxidants, salt solu- 
tions, alcohols, and many solvents 


Hand Pallet Truck 
LYON-Raymond Heavy Duty Mechanical Packings 


Hand Pallet Trucks, in capacities Compiled 
of 4000 Ibs. and 6000 Ibs., are de 


in an easy-to-read 
; style, a new thirty-two page cata 
scribed in a new bulletin, No. 222, log graphically illustrates and de 
scribes Flexrock Mechanical Pack 


ings, including the popular Flex- 


recently prepared by the manufac- 
turer. Actual “on the job” applica- 
tions show just how the truck is : 
used in confined areas and in con- rock Process Packing which “3 
junction with power operated mod- self-forming, self-lubricating, self- 
els. Complete specifications are sealing. Included is a_ simplified 
listed for both models. Write Recommendation Chart. For a free 
to LYON-Raymond Corporation, copy, write to Flexrock Company, 
26678 Madison Street. Greene, Packing Division, 36th & Filbert 
N. Y. and ask for a copy Sts., Philadelphia 4, Penna 


Beverage bases and flavors by 


TheoNett 


give color and taste appeal to your products. 


For 62 years Theonett & Co. have been serving the 
bottling trade faithfully—helping customers gain 
new business . . . producing quality merchandise. 


@ ORANGE eLEMON eLIME ¢ CREAM SODA 


@ IMT. STRAWBERRY e@ IMT. GRAPE e GINGER ALE 
@ IMT. CHERRY e HI-LO PUNCH 


complete er Bill ni SPECIALTY MFG. CO. 330 N. Ashland Ave 


aloeg J 
price . 433 N. 2nd ST. 
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MILWAUKEE, WIS. THEONETT & of oF Chicago 7, Illinois 











save 1/2 the price 
of —_ equipment 


An Amazing seving on this 


LIQUID CARBONIC 
12 SPOUT 


Red di d filler. ® di 
tioned. Handles 7 oz. to 
quart. A real buy in a fine 
piece of equipment. Write 
for price today. Immediate 
delivery. 





Other Values in Used Bottling Equipment 


Get Details of the BUSINESS-BUILDING 


ys- - 


Premium Plan! 


aes 


Write Today, 

Reserve your 
PROTECTED 
TERRITORY 


C.0. & W.D. SETHNESS COMPANY 
1926 SUNNYSIDE AVE. - CHICAGO 40, ILL. 


COLORING 


ACID PROOF CARAMEL 


FOAMING TYPE CARAMEL 


Caramel Coloring 
for ALL TYPES of 
CARBONATED BEVERAGES 


Samples on Request 


D. D. WILLIAMSON & CO., Inc. 


5-39 FORTY-SIXTH AVENUE, LONG ISLAND CITY 1, N. Y. 


Cerbonctor 


Liquid lifetime 
magic stainless steel 
carbonator. 500 gal. 
capacity. In first 
class condition. A 
real bargain. 


Buraham Oil 
Furnace 
15 HP. adaptable 
for steam or hot 
water with two 275 
gal. storage tanks, 
oil circulating pump 
and hot water con- 
trols. An unusual 


Michael Yundt 
Washer 

12 wide ores type 
including all return 
pumps for solutions 
and water. Back 
feed and front un- 
load with conveyor. 
A wonderful buy. 


Plate and Frame 
Filter Press 
Ten chamber, ten 
square feet of filter- 
ing area. In _ per- 
fect condition. Uses 
paper or asbestos 
pads. Automatic by- 


-p-c--- 


other I 
available 1 
equipment 


umps 

ettles 
filters 
conveyors 
liquid fillers 
washers 
“sanitary 
fittings 
homogen- 
izers 
agitators 
tanks 


* vacuum 





value! 


Write today for prices = further 


Pass. pans 


rmation. 








EQUIPMENT COMPANY 
Liquid Handling Materials 
end Equipment 
2530 S. Wabash Ave., 


Chicago 16, fil. 
Phone: DAnube 6-1344 
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“Ow IT WORKS 


Cash in 


A. J. LEHMAN CO. 


The World’s 
Best 
Opener 


BOTTLE 
OPENERS 


Eliminate loss of 
hottles and contents. 
l'revent danger to 
the public. 

Have long life. 


Brown Manufacturing to. Inc. 


NEWPORT NEWS, VA. 


on 





li real 
. the kind millions have 
enjoyed since childhood . . 
now bottled “ts over 250 bottiers with phenomenal 
(and profitable) sales. Write today—franchises 
available in many territories. 
{Tom Collins Jr. franchises also available.! 
912 Sycamore St. 
Cincinnati 2, Ohio 
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CLASSIFIED 
ADVERTISING 





RATES AND GENERAL 
INFORMATION 

ON CLASSIFIED ADVERTISING 
@ For sale, Exchange and Wanted 
Advertisements are available to read- 
ers at the following rates: 25 words, 
$1.50 each insertion; 6¢ for each addi- 
tional word. Address or box number 
is not included in word count. A num- 
ber, or group of numbers is considered 
as one word 

@ Orders for classified advertising 
must be accompanied by payment. 


@ Those advertisements which do not 
comply with the established headings, 
or which advertise new products or 
services are not acceptable. The Edi- 
tors reserve the right to change or 
reject any advertisement submitted 
for these columns. 
e@ All advertisements appearing in 
these columns are bona fide. In an- 
swering same, please take notice that 
letters must be sent to the box num- 
ber, initials, name or address given by 
advertiser. The N. B. G. assumes no 
responsibility for condition or descrip- 
tion of items listed in this section. 
@ Under no circumstances will the 
N. B. G. give the names of parties 
where box number or initials are 
given as the address. All answers 
sent in care of this office are promptly 
forwarded. 

NATIONAL BOTTLERS'’ 

GAZETTE 

80 Broad Street, New York 4, N. Y, 




















FOR SALE 


Business Opportunities Bottling 


FOR SALE 


March, 1951 


Establishments 


SPECIAL 
ANNOUNCEMENTS 


BOTTLERS’ TRADING POST 


WE BUY’. SELL - EXCHANGE 


BOTTLES 

7 oz. amber exports in fibre 
excellent for chocolate. 

1000 . 24 7 oz. amber White Rock 
splits in fibre cartons. 

1000 full depth cases 7 oz. flint sodas 

200 gr. tall 7'2 oz. flint sodas 

500 gr. 12 oz. flint Pepsi type botties 

150 gr. 32 oz. plain sodas flint and 
emerald green. 

10000 cases 8 oz. A.C.L. semi-steinie, 
practically new. 


MACHINERY 

Model F Dixie. 

12 spout Red Diamond Filler with a 
ully automatic, 6 wide, Sturdy Bilt. 

$.S. Tanks 100-400 gal. capacity 

500 gal. Cem Saturator. 

5 ton York Water Cooler, 2 yrs. old. 

4 wide Red Diamond, 2 comp, Super 
Kleen. 

Check with our Equipment Dept. for 
real savings. 


5000 








AIDMON BOTTLE & SUPPLY CO., INC 


7615 3rd AVE BROOKLYN 9.N.Y 
BEACHVIEW 6-3450 





iT 1S INCOMPARABLE! 


A-1 Cola Base Concentrate 
“The Cola of Superior Flavor” 
write for free sample te 
CLOISTER LABORATORIES, INC. 
325 W. Huron St. Chicago 10, Ill. 








REPRESENTATIVES 


NOW CALLING ON BOTTLERS 


This nationally odvertised and highly publicized line 
offers a real opportunity as a sideline or full-time job. 
Men selected will be given strictly protected terri- 
tories. Better than average income possibilities. Full 
commission on repeat sales. 


sin replying, state your business background, territory 
you mow cover, number of bottlers in territory and 
how often you see them. Box 600. 





Charles S. JACOBOWITZ @. 


3071 MAIN ST. BUFFALO 14, N. Y. AMHERST 2100 


PRICES GOING UP? NOT OURS! 


Remember, our prices for used, reconditioned and 

guaranteed equipment are still considerably less 

than the manufacturers’ new prices. Let us quote 

on your needs. Partial listing of our present in 

ventory 

New Liquid {5-head mixer, never used 

Mojonnier Carbo-Cooler, Type 3, two years old 

Liquid Model 901 cooler w. carbonator, stainless 

Potter & Rayfield No. 4 cooling unit, 2 years old 

5 Pfaudier 200-gallon stainless mixing tanks 

Dixie Model F one-man automatic, deluxe 

Cem 500-gal. stainless saturator 

New Liquid 250 Red Diamond staintess 
carbonator 

2 500-gal. Red Diamond stainless carbonators 

Liquid 1000-gal. recire. stainless carbonator 

Liquid 5-wide Red Diamond Univ. washer, 2 yrs. old 

Meyer 8-wide, 3-comptmt. dbl. end at. washer 
new ‘42 

Meyer 16-wide, 5-comptmt. sgl. floor, dbl. end 
washer 

Barry-Wehmiller 24-wide, 5 comptmt. qt. washer 
new ‘42 

Jacob House Model GP-10 stainless syrup filter 

Cellulo 8-dise floor model syrup filter 

Evans gas fired hot water heater 

Cem \6-head mixer 





Cem 40-spout filler, rebuilt 
What surplus equipment have you for sale? 


Sewing American Tndustrg or over 30 Years 
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FOR SALE 
400-gr. 8-02. attractive flint sodas "ACL" Red Wine 
1400 cases 24/8-oz. flint sodas lettered ‘Varsity 
4000-gr. 8-oz. emerald green sodas, packed two doz. 
cartons 
10,000 cases, 24/ 7-02. flint sodas, ACL “Joe Louis 
400-gr. 7-oz. flint stippled, lettered “Bob Davis 
800-gr. 7-0z. emerald green "ACL" water shape 
2000 cases 24/6!/2-0z. attractive flint sodas, one 
brand 
150,000 full-depth 7-oz. cases to hold 9-10 oz 
weight, 7-oz. Canada Dry shape bottles 
Will buy your surplus bottles 
siphons - crowns 
HEADQUARTERS FOR BOTTLE BARGAINS! 


|. BASKOWITZ BOTTLE CO., Inc. 
1301 Grand Street Brooklyn 6, N. Y. 





WANTED SURPLUS B-1 BOTTLES 


Interested in large amount of both the 7-oz. and 
28 oz. ACL B-1 Lemon-Lime Bottles. 

Advise price f.o.b. shipping point, quantity and type 
shipping containers. 


BOX NO. 439 
c/o NATIONAL BOTTLERS' GAZETTE 
80 BROAD ST. NEW YORK 4, N. Y. 


We Will Buy At Any Point 


Aay Quentity of Emptied 10-Galion Grapette, 
Double-Cola, and Pepsi-Cola Metal Cans; 
aad Also Wooden Kegs, Barrels and Steel 
Drums. 


BUCKEYE COOPERAGE Co. 
3803 Orange Ave. Cleveland 15, Ohio 


FOR SALE 


1,000 cases 12-02. capacity, flint, tall, » 
private ACL; 2,000 cases flint, 10-07. capacity, private 
ACL, tall sodas packed 24 to full depth shell; 1,000 
$2-o2. capacity flint quarts with private 
« depth shell; 1,000 cases tall, 
. plain sodas initialed on shoulder; 
J-ounce capacity tall, flint sodas with private 
400 gross 6-02. capacity ACL Chero bottles 


SIGNER BOTTLE SUPPLY CO. 
Cincinnati 14, Ohio 


ALWAYS BUYING 


Soda Water Tanks—Block Tin Tubing — 
Syphon Tops. Get Our Prices First! 


RELIANCE LEAD SOLDER & BABBITT CO., INC. 


399 Genesee St. Buffalo 4, N. Y. 


CONSULTANT 


Preparation and Production of Carbonated Beverages 
Leading U.S. A. and Foreign Manufacturers 
erved. 

DR. FREDERICK H. POLLACK 


Lorree Laboratories 
8-28 Astoria Boutevard Long istand City, N. Y. 








steinie with 











EXCEPTIONAL OPPORTUNITY 


For a territorial representative to rep- 
resent an aggressive nationally known 
mid-west franchise company in New 
England and the Eastern States. 
Principal duties will be franchising new 
bottlers, analyzing present operations 
with a view to increasing sales, plan- 
ning, organizing and directing various 
campaigns in this district. 
The representative must be free to 
travel and possess sound business 
judgment and initiative — must have 
knowledge and complete experience in 
the beverage industry. 
Splendid opportunity. 
Our organization has been informed of 
this ad. 

Reply Box 424 


NATIONAL BOTTLERS' GAZETTE 
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SPRING SPECIALS 


FACTORY 
REBUILT =} 
GUARANTEED 


Bottling Equipment with Savings 


Up to 50% 


We still have a complete 
stock of good, modern, fac- 
tory rebuilt machinery, IN- 
CLUDING such desirable 
items as: 


24 spout Liquid Red Diamond Filler & 
Crowner 


2-24" Loomis Manning Water Filters 
4W2C Meyer Dumore Washer 
20 spout CEM Filler & Crowner 


250 GPH Red Diamond Stainless Car- 
bonator 


Dixie Model "F'' Automatic Filler 
12W4C Meyer Dumore Washer 

6 DISC STAR SYRUP FILTER 

2-30" Permutit Water Filters 

12-Head Cem Mixer 

World Rotary B-N-F Automatic Labeler 
40 spout CEM Filler & Crowner 

8WO2C Liquid Superkieen Washer 

6 wide Heil Automatic Washer 
Kwick-Kleen Water Filter 

24 spout CEM Filler & Crowner 
250-1000 GPH CEM Saturators 

40 spout Liquid Low Pressure Filler 
8WO2C Meyer Dumore Washer 

5 HP Frigidaire Water Cooling System 
16 spout Meyer Dumore Filler & Crowner 
28 CEM Filler & Crowner 

Liquid “O & J" Automatic Labeler 

16 head Miller Kendall Tumbler 

120 CPH Sturdy-Built Automatic Washer 
4W2C Liquid Superkleen Washer 


500 GPH Liquid Lifetime Stainless Car- 
bonator 


1000 GPH Liquid Recirculating Stainless 
Carbonator 


20 head Liquid Tumbler 


Send your inquiries with no 
obligation to you and ask for 
our "'General Catalog No. 


3) 11049." 


IRSTENBERG 


BOTTLERS’ EQUIPMENT CO.INC. 


301-307 Powell St., Brooklyn 12, New York 
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What do you have to sell? 
PHILADELPHIA MACHINERY COMPANY 
3034 N. Boudinot St., Phila., Pa. 





1 Liquid Carbonic Super Kieen Sooker and Washer, 

Ser. +2433, handles all sizes, 2 tis. per min. 16 

btis. wide, 36' length, 12° high, 10° wide. A one floor 

machine. 5 yeors of actual use. 

1 Ermold Bottie Labeler, Ser. #12308, 8 btis wide, 

180 per min. 7' long, 7' wide, 7' high. This line is 

complete and intact including all connecting conveyor 

links, Universal bends with revolving discs, etc. 
BISON BOTTLE COMPANY, INC. 

28 Wasson St. Buffalo 10, N. Y. 


Buy — Sell — Exchange | 
BOTTLES—SUPPLIES 


M. WALSH 
8201 4th Ave. Brooklyn, N.Y. 
SH 5-5856 

















FOR SALE 


1500—Single Shell Steel Quarters 

500—Lee Steel Half Barrels, 1947 & 1948's. 
15000—Wooden Export Cases, paper partitions 
5000—Wooden Quart Cases, paper partitions. 
3000—Aluminum Half Barrels. 

1—Ermold Labeler, 8 wide. 

5000 gr. 12 oz. Brown Export Bottles. 

500 gr. 7 oz. Brown Export Bottles. 

1000 gr. 12 oz. White Export Bottles. 


GIRARD MACHINERY & EQUIPMENT COMPANY 


134 S> Second Street Reading, Pa. 








CITRIC ACID 
TARTARIC ACID 
POWDERED LEMON JUICE 


BENTON-LEE CORP. 
109 Cook St. Brooklyn 6, N. Y. 














FOR SALE 


FOR SALE: Beverage coolers, brand new, slant front, 
dry type 6 or 8 feet long, with coils and expansion 
valves $175.00, F.O.B., N. Y. Also flat top coolers, 
brand new, wet or dry complete with condensing unit 
$185.00, F.0.B., N. Y. 


INTERSTATE APPLIANCE CO., INC. 
600 Broadway, New York, N. Y. 


LIQUIDATING BOTTLING PLANT 


1—Wawkesha 25BB Stainless Steel Sanitary Pump 
1—U. S. Bottlers Rotary Washer 


1—Infilco 12°' dia. Pressure Filter with 12°' dia. 
Hydrodarco Purifier 


1—Manton Gaulin Homogenizer No. 125 CGD 

Lot Stainiess Steel Sanitary Fittings, Valves & Tubing 

ALL EQUIPMENT PRACTICALLY NEW — SOME NEVER 
USED 








—— stock stainless steel storage and mixing tanks 
rom 30 gal. to 500 gal. 


PERRY EQUIPMENT CORP. 
1519 W. Thompson St. Phila. 21, Pa. 





FOR SALE 
2 Cars Emerald Green 7 oz. Splits lettered 
Dew 
2 Cars plain 24 oz. packed in one doz. 
cartons 
15M—'2 depth soda cases full pockets, 
20c each, F.O.B., K.C., Mo. 
R. PELTZMAN BOTTLE CO. 
1721 Holmes St. Kansas City 8, Mo. 





FOR SALE 


Large lot, 24 oz. flint and emerald green plain 
soda bottles. Packed in one-dozen cartons. 


M. JACOBS & SONS 


2903 Beaubien St. Detroit, Mich. 
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Why Pay High Prices for CITRIC ACID 
WHEN YOU CAN USE 
Dr. Weber's ACIDIFIER 
| LB. OF ACIDIFIER EQUALS 
1 LB. CITRIC ACID 
ounce 50% 


barrels 
TORRE PRODUCTS CO., INC. 
52 Wooster St., New York City 
Telephone CAnal 6-7336 
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UT WHAT’S IN THE JUG? 


When it come: the selection of lemon, you 


can compare every claim and every cost with 


standard of quality for 67 years 
The original 
Pure, natural 
Terpeneless 
Concentrated 


Delicious 


Profit-producing 


JACKSON MICHIGAN 





